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conduct a retail establishment 

of any kind to permit the return 
of any footwear that has been prop- 
erly fitted to the foot. Any mer- 
chant who makes an exchange and 
must refit, resell or refund on a le- 
gitimate sale is only adding more 
expense to his present overhead, and 
the sooner he eliminates this ex- 
pense, regardless of results, the 
sooner he will wake up. That’s 
precisely how we feel at Eckhard 
Brothers’ store, Alton, Ill. 


|: is absolutely a false practice to 


N occasional exchange is permis- 

sible, but the customer we have 

in mind is the habitual one. Stop 

and look into the returns of the per- 

son who is forever and ever return- 

ing some goods. This is how our 
plan works: 

We fit a customer to the best of 
our ability with the footwear best 
suited to her. If we know she usu- 
ally returns everything she buys, 
we tell her that those shoes are 
properly fitted. We will suggest 
that the buttons be set over (if a 
strap slipper) or we suggest that 
she wear them immediately, because 
the shoe she had been wearing 
should be repaired and left at the 
store, or we wrap the worn shoes 
and hand them to her. If we are 
forced to, we come right out and tell 
her that they are properly fitted and 


Stopping the Habitual Returner 


Now Is the Season to Expect Every Other Pair to 
Come Back—But Stop It 


BY JOS. J. ECKHARD 








CALLING THE HALT ON 
RETURNS 


The return evil is one of the 
greatest problems of modern 
trade. It begins with the con- 
sumer and works back to the 
manufacturer, causing irre- 
parable damage all along the 
line. Many and various have 
been the methods devised to 
combat it. In this article Mr. 
Eckhard goes to the root of the 
matter and explains how his 
firm has established a success- 
ful policy that has solved the | 








problem. 








we hope she will not want to ex- 
change them, as it would be impossi- 
ble to improve on the selection. If 
she says “When I get home and 
should change my mind, may I ex- 
change them?” you may continue to 
enforce your rule by saying it would 
be useless to return them as she 
herself. would: only regret having 
done so. 


Y all means do not take them 
back nor exchange them, for she 
has the same right to exchange the 
second selection as she has the first. 
It is a known fact that a certain per- 
centage of persons are unpleasable, 


and if you will call up their grocer or 
any other dealer you will find they 
always return goods to them also. 
We have done as stated in this 
article for 15 years and today the 
same customers are trying to get us 
to break our rule. They have been 
trying for 15 years. They will ad- 
mit sometimes that they take every- 
thing back and get their money back 
and then tell us when they come to 
our place that we are the only ones 
that will not refund their money. 


T takes some time to enforce this 
rule and we do not apply it to the 
average customer, but we do it with 
the habitual returners of merchan- 
dise, even if we lose their patronage. 
If it is a charge account and the 
returns are too frequent, we tell the 
customer before she takes up our 
time that we are glad to wait on 
her, but if the selection is made and 
a pair of shoes is fitted and charged 
we cannot and will not take them off 
the books merely because they are 
charged. If it happens again, we 
will discontinue their charge ac- 
count. 

If everyone did this, the average 
buyer of footwear who is in the 
habit of taking back everything 
selected would soon automatically 
cease this practice. We do not 
blame the customer, but we do blame 
the merchant. 



































































































UR man public is the worst 

dressed, as to the féet, of any 

in the world (income or stand- 
ing in the community considered as 
the measuring stick)—in all other 
particulars, the best dressed. You 
ask me “Why?” and I am going to 
make a_ revolutionary statement, 
“Because of the shoe man’s own 
fault,” and to illustrate I’ll tell you 
a story that is duplicated every day 
and in every community. 

Here it is: A shoe traveler rep- 
resenting a good line of shoes, out- 
standing in its grade, travels a good 
territory covering average towns 
and all cities in a prosperous State. 
He ought to be able to sell two or 
three merchants in each. He wants 
to sell to the man who owns the 
business, runs it, and takes pride in 
it. He knows this customer is the 
outstanding shoe man of the town. 
But unfortunately the men’s side of 
that merchant’s store is a “small 
piece of change”— it isn’t of enough 
trouble to bother with. That mer- 
chant spends 65 to 75 per cent of his 
energy in the women’s department. 
There is where the trouble is. There 
is where color and romance are to be 
found. There is where volume is 
to be made. 

This merchant also spends 10 to 
15 per cent of his time in the chil- 
dren’s department. All he has left 
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By George Geuting 


What the shoe trade needs, says the 


author, is the snap of the whip, if it is 


to develop the men’s shoe business to 
a point where it can be worthily com- 
pared with the women’s shoe business. 


a 


is the fag end of his time and in- 
terest to give to the men’s depart- 
ment. In truth, he doesn’t get a 
kick out of men’s shoes. 

The result is he turns the men’s 
department over to a pensioner—an 
old-timer in the business, faithful 
and true, but a fellow who resists 
change. He lacks pep and energy, 
and may be heavy on his feet. 

When the salesman breezes into 
that store and asks the boss to look 
the line over, he is turned over to 
the pensioner and the boss says, 
“Joe, what will we do to bring this 
sluggish stock up to date? We sold 
one hundred pairs of this line last 
year. Do you think we will lose any 
money by duplicating the same num- 
ber of pairs this year?” 

I need not go any further in draw- 
ing the picture, for every man sell- 
ing shoes will agree it is a true 
presentation. I paint an optimistic 
percentage when I say 10 or 15 per 
cent of the merchant’s time is spent 
on men’s shoes. I also realize that 
it is not possible to equal in interest 
the women’s shoe business, but I do 
ask for a national increased per- 
centage of interest in men’s shoes— 
to, say, about 30 per cent of a mer- 
chant’s time. If you can’t feel that 
men’s shoe selling is worth your 
while, for profit’s sake get somebody 
into your store who will feel it. The 








reason your man-public isn’t edu- 
cated up to the number of pairs is 
pretty much yourself. 

It isn’t the leather man’s fault, 
for he is right up to the minute in 
his materials. He has been doing 
a wonderful job in making his prod- 
uct right. 

It isn’t the shoe manufacturer’s 
fault, for he has made more prog- 
ress in constructing a shoe right 
than in all the period of fifty years 
before. 

It isn’t organization’s fault, for 
every conference and convention 
preaches “Shoes for Occasions,” 
“Light weights for summer,” “Op- 
posite types of shoes for comfort,” 
“Black shoes for evening.” The 
leadership is right—but how about 
your following it to profit and pres- 
tige? 

There is a remedy—and it is sim- 
ple. Give to your men’s service a 
real masculine touch—give it a real 
he-man flavor. Make it a “marked” 
department with some outstanding 
character to it, and put a HE-MAN 
at the head of it, who thinks 100 per 
cent men’s shoes to the extent of 
even hating the other angles of it. 
He is totally for men’s shoes. Un- 
less he feels that way, he won’t put 
it over right. That man has got to 
carve out a business by himself. He 
must concentrate on men’s shoes. 
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Let him get down to facts—real, 
fundamental truths, plus real selling 
ideas. If you can’t afford a men’s 
department manager of this caliber, 
get some young man who knows 
what young men want for footwear. 
Let him start with authority to buy 
and merchandise as he sees it—for 
he won’t go wrong if he studies men 
and their feet with the conviction 
that he can master the game. 

The weakest link in the entire 
merchandising chain is retail con- 
tact. It behooves us to educate our 
store salesmen to put more intelli- 
gence into their contact with cus- 
tomers. The leather selected for 
the shoe may be the very best—the 
shoemaking as perfect as lasting, 
fitting and craftsmanship can make 
it—the retail merchant may buy it 
with the best intentions—but if it 
is the wrong size and sold for the 
wrong purpose, all preceding work 
is for naught. That is 
one of the primary rea- 


hide himself be- 
hind a gruff but 
vulnerable shield. 
We know that he 
is a peacock to- 
day, just as he 
was in olden days 
when he was the 
best dresser. We 
try to bring out 
his parade  in- 
stincts—and we 
do it, too — by 
getting beneath 
his crust of 
“don’t care” and 
making him “to 
care” about dress 
and _ footwear. 
We know it takes 
time to do it, but 
that’s part of the 
fascination of the 
men’s shoe busi- 





sons why men’s shoes 
have not kept pace with 
other businesses. The 
man customer possesses 
a resistance against new 
shoes. He would rather 
take a licking than to 
break in a new pair. 
Buying is an easy thing 
—making the shoe com- 
fortable to the foot is 
hard for him. We have 
got to break down that 
mental hazard. 

You must think lasts 
and patterns for men. 
Don’t ask~ your cus- 
tomers to “fight leather’’’ 
with their feet. There 
is no such thing as a 
perfect foot. All my 
work has been done with 
imperfect feet. We need 
more study on sculptor- 
ing shoes for feet for ‘s 
men who are heavy and 


ject. 





Read This Article On \ 


“Fighting Leather” 


There he was, pacing up and down—big, husky 
George, 6 ft. and then some, using the gait and 
foot strength of the American Indian to illustrate will 
a point in his tirade against those methods of 
shoe fitting and shoemaking which make modern 
men “rather take a licking than buy a pair of 
shoes.” 

In a two hour interview, he hammered home the 
idea that a better men’s shoe business can be had 
if the trade will snap into it. 

And George Geuting, if you don’t happen to 
know it, is a member of the Philadelphia firm of 
Geuting’s, Inc., and one of the foremost students 
of men’s styles in the country. 


An hour or two after talking vigorously at a 
conference of shoemen on the lethargy in men’s 


shoe selling, the editor was fortunate enough to 
catch George Geuting, still warmed up to his sub- 
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George Geuting 
Painted by Roerfeldt 


before the other. The 
scientists discovered that 
a sole cut from the 
regions over the kidney 
outwear one cut 
from the belly by from 
25 to 80 per cent. The 
Government experts 
claim that the average 
life of soles would be 
extended if the _ soles 
were matched strictly 
on the basis of hide 
location. 

Other tests showed 
that little gain in wear 
was obtained by either 
the heavy rolling of sole 








hard on shoes. We need 
more knowledge on balance and pro- 
portions in shoes. We need to know 
how to place the wood and how to 
shape the leather—but particularly 
how to fit the variable foot to the 
conformity of the shoe. I still claim 
that women’s shoe manufacturers 
are ten years ahead of men’s shoe 
manufacturers in making shoes fit 
the foot. We have a long distance 
yet to go to make men’s pumps fit. 
In our store in Philadelphia the 
first thing we ask a customer is, 
“For what purpose do you want a 
pair of shoes?” We try to make the 
man “shoe conscious.” Something 
every woman possesses by nature is 
“dress consciousness.” Man tries to 


ness—to convert him into a four or 


-six pair wearer, rather than a one 


or two pair man. 

It isn’t shoe leather—it isn’t wear 
—it isn’t price, but it is that in- 
tangible masculine “strut” that is 
going to make the men’s shoe busi- 
ness worth while, and I hope what 
I’ve said has shaken you out of your 
men’s shoe lethargy—the game is 
worth it—so fight. 





Matched Soles Wear Best 


WASHINGTON-—Tests existing over 
a period of months were made at 
the Bureau of Standards to deter- 
mine why one shoe sole wears out 


leather or by external 
applications of waterproofing mate- 
rials. On the other hand, curried 
leathers, such as belting and flexible 
sole, will wear from 10 to 20 per 
cent longer than ordinary sole 
leather. 

The results of actual wear tests 
also showed that chrome tanned 
leather would wear twice as long as 
vegetable tanned sole leather which 
is chiefly in use. In theory the use 
of this leather would cut repair bills 
in half. A portion of the increased 
wear due to this type of tannage 
may be utilized by producing a 
leather first tanned with chromium 
salts and then retanning with vege- 
table materials. 
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Mail Order 


Houses 


business, one generally thinks of 
Sears, Roebuck and Montgomery 
Ward. This is partly due to their 
age, the former having been started 
in 1890 and the latter in 1872; and 
partly to their dominance of the 


I: speaking of the mail order 


mail order field. It should be re- 
membered, however, that there are 
hundreds of mail order houses doing 
a large volume of business. 

Some of these houses have mil- 
lions of customers scattered all over 
the country. It is estimated that 
mail order concerns do from 3 to 6 
per cent of the total selling to con- 
sumers in the United States as a 
whole, and that, considering the 
rural districts alone, it runs up to 
about 20 per cent. This shows that 
this type of competition is not as 
powerful as many a retailer thought 
it would be. 

The mail order houses started 
under very favorable circumstances. 
In the last quarter of the nineteenth 
century there was very little adver- 
tising in magazines and newspapers. 
People did not know merchandise as 
they do today. If people wanted to 
buy, in rural districts at any rate, 
they had to go to the general store 
in the town. These stores did not 


By Albert W. Frey 


Assistant Professor of Marketing, 

Amos Tuck School of Administra- 

tion and Finance, Hanover, New 
Hampshire 





carry a wide assortment of goods 
and often had to order from the 
manufacturer to meet the customer’s 
demand. Poor roads and slow con- 
veyances prohibited much trading 
into large towns or cities. 


NDER such favorable conditions, 

the catalog coming into a home 
was extremely welcome. Here was a 
veritable department store, featur- 
ing every sort of merchandise, 
placed on the living room table. It 
ranked in importance with the alma- 
nac and the Bible. The catalog had 
educational value. Its readers could 
now see what the city people were 
wearing. They could now get mer- 
chandise that the country store 


couldn’t stock and with very little 


effort. No wonder mail order houses 
were successful. 

Of course, retailers were imme- 
diately up in arms.. Here was a 
competitor that would surely drive 
them out of business. Many retail- 
ers fought this new institution by 
becoming- better merchants them- 
selves. But some of the less far- 
sighted ones did everything possible 
to bother the mail order houses— 
sent in fake orders, destroyed cata- 
logs, engaged them in needless cor- 
respondence, and so on. 

With so many distributors fight- 
ing for the customer’s dollar today, 
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Next Week 
House-to-House 


Selling 


it is interesting to note the strong 
points of the mail order houses. 
They have, as has been mentioned, 
very complete stocks, their prices 
are low or at least seem to be, they 
have made good their guarantees, 
and built up good will. 

They have great buying power 
and oftentimes are big enough to 
do their own manufacturing. They 
get rapid turnover, in that they have 
efficient management that knows 
what to stock and how much. Often 
they do not handle the merchandise 
at all but ship from factories. They 
do not feel local depressions since 
their market is wide. Opposed to 
this is the fact that in a national de- 
pression they are hard hit, espe- 
cially depression among the farmers. 
They have had for years a straight 
cash policy that saves the usual 
costs of a credit business. The 
complexion of this advantage is 
changing somewhat with the intro- 
duction of instalment selling by 
some houses. 


OW rent is another aid. The mail 
order house can locate on the 
outskirts of a city and save consider- 
able -money. Less tangible assets 
are said to be the fact that some of 












December 12, 1925 


us will always enjoy looking through 
catalogs and the fact that many peo- 
ple who are embarrassed in trading 
in stores are saved from their sensi- 
tiveness by dealing through the 
mails. 


GAINST all these advantages are 

certain offsetting factors. While 
the mail order house may seem to 
make big savings, it must be remem- 
bered that their advertising cost is 
high; a few million huge catalogs 
run into real money. And now these 
houses are sending out in addition 
many small catalogs to hit certain 
classes of customers. The cost of 
doing business for these houses 
probably runs about 25 per cent. 

Then there are other disadvan- 
tages. Take the question of shoes, 
for instance. Why is it that shoe 
dealers have not been hard hit by 
this competition and probably never 
will be? That a great deal of shoe 
business, comparatively, does not go 
to these mail com- 
petitors may be 
judged from the fact 
that the average 
sales per customer 
in every line of goods 
runs into but a few 
dollars and these few 
dollars would repre- 
sent very little in the 
purchase of shoes, if 
indeed all these dol- 
lars were spent for 
shoes. 

In the first place, 
most of us like to 
actually see what we 
are buying. Women 
especially like to shop 
around. In ordering 
from a house some 
distance away, there 
may be some doubt 
as to just whether 
the shoes will be 
right. People often 
get their ideas from 
catalogs, especially 
the better catalogs 
from big city depart- 
ment stores, and then 
go into their local 
or nearby stores and 
hunt around until 
they find this style. 

Next, if we were 
to buy from mail 
houses, we might 
find the shoes un- 
satisfactory and want 
to make adjustments. 
While the good 
houses today would 
readily make these 
adjustments, there 


by the recipient. 


would be a bother and inconvenience 
that most of us would not want to 
put up with. At the local store, we 
could quickly and conveniently make 
any necessary adjustments. 

For the people who believe quality 
runs ,parallel with price, the mail 
order catalogs would have little 
appeal. For few catalogs feature 
anything but low priced shoes. And 


_low price is not such a good bait 


these days with so many low priced 
shoes in our retail stores. Style, 
too, broadcast as it is through ad- 
vertising and window displays is 
likely to be questioned in connection 
with mail order shoes. With ex- 
perience and advertising teaching us 
that our shoes should fit, most of us 
are exercising care in this regard. 
We are prone to question whether 
we can secure a good fit without an 
actual “try on.” Certainly tis must 
be a very strong obstacle in the way 
of buying shoes by description. 

All in all the retailer has no great 





ERE is the gift box, designed by the Werner Shoe Co. of 

San Francisco, which has brought footwear into its own 
as a Christmas gift. The boxes are about 12 in. wide, 17 in. 
long and 5 in. deep, come in pastel shades of lavender, green 
and pink and are lined with contrasting colored-silk. The 
box shown here contains three compartments—for shoes, ho- 
siery and mules. There are, also, smaller, two-compartment 
boxes holding mules and hosiery or pumps and hosiery. 
Buckles or fancy garters may be laid on the hosiery or tucked 
into the folds of the silk. The merchandise selected governs 
the price of the box and contents and goods are exchangeable 
The success of the box idea was almost in- 
stantaneous and a healthy business has been created. 
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fight on his hands to compete suc- 
cessfully with the mail order con- 
cerns. He can select his stock care- 
fully, capitalize his ability to give 
service and credit and can meet fire 
with fire by using the mails himself 
if necessary. He can play up the 
personal factor. 

The future of the mail order busi- 
ness is often questioned. Many 
point out that these houses did not 
do so well relatively in the depres- 
sion following the war as they did 
in the depression of 1907. They 
think that retailers are much better 
merchants and thus much better able 
to meet other competition. 


HEN, too, mail order houses seem 

to have arrived at a point where 
they find that it costs a lot to get 
new customers but where repeat 
orders are increasing. In other 
words, they have a pretty definite 
clientele and will not enlarge it to 
any great extent. 

We find many of 
the favorable factors 
at the time _ these 
houses started have 
been wiped out. The 
woman in Podunk 
knows what the wom- 
an in New York is 
wearing and what 
she is going to wear 
next season. She can 
buy the same thing 
at the trading center, 
if not in town. She 
can buy at reasonable 
prices because store- 
keepers have become 
merchants and are 
setting their prices 
right. In other words, 
the automobile, good 
roads, magazines and 
movies have torn 
down the fences be- 
tween city and coun- 
try. 

With conditions as 
they are, has the shoe 
merchant much to 
fear in the way of 
mail order house 
competition? 

The strongest ap- 
peal that the mail 
order house can make 
is that of price. The 
regular shoe retailer 
has all the advantage 
of service and better 
presentation of style. 
Actual merchandise 
is more appealing 
than pictures. 
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Credit Can Be a Curse 


VERY little while some credit men’s associa- 

tion has a dinner and some wise credit man 
arises to remark that “nine out of ten, or 90 per 
cent of new concerns entering business fail.” 

This remark is passed on to the press and com- 
ment is made by the editors. It’s like Mark Twain’s 
comment on the weather—“everybody fusses about 
it but nobody does anything about it.” 

Why do so many new concerns fail? What are 
we going to do about it? If 90 per cent of them are 
foredoomed to failure why are they permitted to 
enter business? Is it not a matter of “too much 
credit in most cases? Could so many of them en- 
ter business unless someone extended them credit? 

Take the average young man who wants to 
“break into the shoe game.” Usually he has a 


December 12, 1925 


little cash—enough to rent a store and furnish it. 
Perhaps he has enough to make a payment on his 
first bill of shoes. He must get “a line of credit” 
before he can go very far. Who extends this line 
of credit? The credit man who talks learnedly of 
90 per cent failures? 

Some of the failures we read about are exceed- 
ingly disastrous. Not only does the failing mer- 
chant lose his shirt, he oftentimes takes a lot of 
others along with him. Recently a big one was 
noted on-the Pacific Coast. The losses to creditors 
was tremendous. Investigation indicates that this 
man had no earthly right to the line of credit ex- 
tended to him. 

Almost every year some business goes smash 
and creditors are mulcted to the tune of hundreds 
of thousands of dollars. Sometimes the failure 
was preconceived—the man who failed probably 
entered business with the intention of failing. But 
he had a smooth tongue and a wonderful pipe 
dream. He secured credit beyond the dreams of a 
hashish addict. He “put it over on the credit 
men.” It seems that they forgot their slogan of 
“90 per cent.” 

The biggest fault with business today is too 
much credit. The fault begins at the top—in the 
credit department of some manufacturer. It ex- 
tends all down the line. 

We hear a lot of condemnation of the install- 
ment house and the concerns that do business on 
the “dollar-down and a-dollar-a-week” plan. Where 
do these concerns get their goods? Surely they 
do not buy for cash to sell for credit! Some one 
must extend them a line of credit. 

If there are 160,000 shoe stocks, or places where 
shoes are sold in the United States, and that is 
considered to be too many retail outlets, why is it 
possible for so many dealers to get credit? 

If it is true that in a western city one man had 
twenty-three concessions to open shoe stores, or 
shoe departments, on one street, with a radius of 
three squares, how did he make the grade? Surely 
he must have had a fine line of credit! 

Who is responsible for this orgy of credit? Is 
it the banks? Is it the manufacturers who are too 
eager for orders? 

Wouldn’t it be a fine idea for the credit men to 
dig into some of these things and do something 
about it rather than to sit about the banquet board 
and wail about “90 per cent failures?” 

There are a lot of mighty fine merchants who do 
business with a fine lot of manufacturers and their 
credit arrangements are the finest tribute to hon- 
esty and fairness. When credit is needed it is 
cheerfully extended. Some of the best merchants 
in the country occasionally come to a place where 
an extension will tide them over a bad period of 
dull business or slow collections. These credit ar- 
rangements have covered a long term of years. 
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But they are the outgrowth of square dealing and 
the establishment of faith in the integrity of the 
merchant. 

But there is credit and credit. There must be 
more differentiation between them or business in 
the United States will meet up with a bad smash 
some of these days. 





Use Your Banker 


HETHER or not the bank is carrying a 

loan for you, show your banker a statement 
of your business occasionally and get his comment. 
As a part of the bank’s 
service, he will be glad ; 
to tell you what he thinks Ly > 
of the condition of your 


business. 
ih Nath 


The owner of a shoe iti a nt 4 
iV \y 
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for it about twice a year, or oftener if you have 
business puzzles? He will welcome your inquiries, 
will be glad to serve you. 





Do You Know Customers? 


HAT shall it profit a merchant if he gain 
new customers but lose old customers? 
This morning, at 9 o’clock, a shoe dealer whose 
store stands at the corner of Success Avenue and 
Prosperity Street, in an inland city, sits down at 
his desk and turns to receive a sheet of figures 
from a girl whose first 
duty every day is to hand 

him this paper. 

In one-half minute he 
knows how many old cus- 
tomers again made pur- 
chases in his store yester- 
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store located a little aside 
from the city’s retail cen- 
ter was studying the rec- 
ord of his business for the 
first six months of the 
year. The figures looked 
pretty good to him, better 
than he had really ex- 
pected to find them. He 
slipped the sheet into his 
pocket when he started 
for the bank and when he 
saw his banker handed it 
to him with the remark: 
“IT don’t want to borrow 
any money. But I wish 
you’d look at this and tell 
me what you think of it.” 

“T’ve looked over busi- 
ness statements of shoe 


WN 
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When a merchant finds his evening footwear 
business jumps from 1 ner cent of his volume 
to 12 per cent of his entire business—he looks 
to luxuries for profitable business. Evening 
slippers dancing the Charleston don’t last long. 


day and how many folks 
bought his shoes for the 
first time. At a glance he 
compares these figures 
with the record for the 
same day of the month in 
the preceding three years. 
In columns for instant 
comparison, the _ sheet 
gives the figures for each 
day of the current month 
and the totals for the 
month to date. 

Records of daily selling 
are now quite the ordinary 
thing in progressive shoe 
stores. Glance over the 
merchant’s shoulder at 
the memorandum before 
him. Notice that practi- 


stores doing more busi- 


cally the same number of 





ness than yours,” was the 
reply, “but I haven’t seen 
a better statement than this in a long time.” 
The banker’s opinion encouraged the shoe dealer 
and gave him a feeling of confidence in the integ- 
rity of his store policies and the skill of his 
management. It inspired him to decide upon 
more aggressive efforts to develop and increase his 
business, efforts which will result in a $20,000 in- 
crease in volume before the end of the year. 
How long has it been since your banker has gone 
over the statement of condition of business in your 
store? If everything is all right, his comment will 
make you a stronger and more courageous busi- 
ness man. If your financial statement should be 
unfavorable, he will advise you frankly. 
His advice is expert and it is free. Why not ask 











new customers is listed 
every week this month. That must mean that his 
store advertising possesses a steady, uniform pull- 
ing power. But look at the total number of old cus- 
tomers three weeks ago. It is smaller than usual. 
Perhaps the attention of the store was temporarily 
centered on. advertising to get new customers, at 
the expense of advertising to hold old customers. 
Last week shows an abnormal increase in the num- 
ber of old customers buying again. That is be- 
cause the store, by direct advertising to a portion 
of the regular customer list, made a special effort 
to balance the slump of two weeks before. 
This sheet demonstrates an important fact: 
That it is just as necessary to hold old customers 
as it is to attract a steady stream of new customers. 
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Window Display Ideas for Any Season 
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Window - Approximated at 8 feet across 
Bird's-eye view of 91 shoes on floor of store window 


Here’s the Letter Which 
Gave Us the Idea 


66 V ERY interesting to read in the issue of Nov. 14 the article, ‘The 
Courage to Ask Prices.’ Fine it is. A dandy. Give them more of 
it; it is needed. 

“And the other _ the ‘Stepchild of Apparel’—fine! Regarding that 
article on page 49—‘Every Man Needs Eighteen Pairs of Shoes’—it 
might be in order to suggest to the retailer that he line these up in the 
window, showing a man what the eighteen pairs look like. 

“A short time ago, the Ward store, Broadway and Thirty-eighth 
Street, New York, had a display in the window, in which they showed 
the same style of ‘shoe, which was a tan oxford, in every width in the 
store, and let me say it started from AAA and went to EE. Then in 
the other window they had the same style and they showed the same 
widths in every size, say starting at a size 5 and going on up to a 13, 
or wherever they stopped. It was quite interesting for the average 
passer-by to stop and look at such a display, and to get the thought 
into his mind of really what a shoe store is trying to do for him. 

“Yours very truly, 
“(Signed) A. A. Map, 
“Upham Bros, Shoe Co., Stoughton, Mass.” 


Approximated -4 feet high 





Showing how the shoes could a, arranged on Try to 
steps—the larger sizes at the bottom, of course 


On slanting board ina 
window 4 feet the 
board would need t 
a 7 foot space above 
the window floor 
——_-_ > 











Or it might be arranged on a 
slanting shelf 


Don't for 
some 2 #9 
low Cards ~ 
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Window -Approximated at 5 feet across 


make room at the same time for window 
cards and other advertising material 
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Making Capital Out of the Budget Idea 
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Dress 


Do You Budget Effect ively? 
This Complete Quttit for 
Street 


Den i 
With Grrect Hooe ond Outfit t Vf 
















_ 1 Cashed in on the 
Budget Wave 


By SAMUEL A. MOORE 
Moore Bros., Poughkeepsie, N. Y. 


N increase in turn-over is not to be found in any 
one stupendous plan. Rather will it be found in a 
series of small details. In working on them I evolved" 
an easy and effective stunt which involves no increase 
whatsoever in overhead. Here’s the plan having for 
its object to sell not only more to one customer but to 
sell to that one customer shoes for occasions plus the 
accessories. 

My window trim and sales talk follow-ups for men 
included the following: 

One pair dress oxfords $8; 1 pair street or business 
(shoes or oxfords), $9; 1 pair sport or golf oxfords, 
$9; $10.50 of hose composed of 1 pair golf, 3 silk, 3 
lisle, 3 novelty imported full-fashioned, 1 pair all wool 
full-fashioned imported sox; 1 pair comfy slippers $3.50; 
1 box polish (colorless so as to be used on all the 
shoes, $25c); 1 box containing foot soap-powder-balm, 
$1. This group represents a total value of $41.25. In the 
center I placed a card which read as follows: 

Do You Budget Effectively? This complete outfit 
for Dress, Street, Sport and Den—with correct hose 
and outfit to take care of both shoes and feet for 
10c a day for one year. This rate saves you 15 
per cent on the investment. 

All the articles were ticketed individually for the 
parties not interested in group buying. In the corner 
I threw in a set of boxing gloves, telling them on a 
small and neat sign to put punch in their footwear. 

This same stunt, sans boxing gloves and with a 
slightly higher daily budget, I worked in the women’s 
trim; and both trims brought results. This greater 
average sale and naturally a far greater turn-over is 
what is going to help us continue carrying the best of 
merchandise at reasonable prices and-still stand in for 
a good net profit. 


Hooking up your window with the popular deferred payment method of buying 
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Total 41.25 
15 te Off 6.19 

Cost-of EntireQutfit * 35:06 
10 a Day for One Year 
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Another way in which this display can be built. 

Have an upright beard with the merchandise on 

shelves or rods at the left and prices at the right. 

The discount is subtracted, showing the customer 

in actual figures just how much is saved by bulk 

buying. Where else: could a man get 15 per cent 
on his money? 
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UESTION: “Isn’t it a fact that 
named, or advertised shoes, 
limit a dealer’s profit?” 


That depends entirely upon the 
dealer’s conception of profit. The 
nameless, non-advertised shoe has 
its profit limit. Competition takes 
care of that, as we have remarked 
previously. If you try to get $25 
for a shoe that other stores are sell- 
ing for $16, you’ll make no profit at 
all, because you’ll sell no shoes. 

Imaginary profits butter no pars- 
nips. <A lot of the talk you hear 
about profits is pure bunk. Many 
good men have been led astray by 
it. It is true that there are stores 
seeming to get away with it. They 
are noted for making tremendous 
profits on every article they sell. 
But how.long they will continue is a 
question. In the final analysis it 
may be found that all the giddy 
profit has been absorbed in the many 
extravagances that accompany jazz 
methods. Overhead, luxurious fur- 
nishings, mark-downs, losses on un- 
salable goods, bad debts, returns, 
allowances, tremendous advertising 
expense and other things may be 
putting red ink onto the ledger. 

“Easy money seldom stays long in 
one place.” ; 

The dealer who contents himself 
with a fair profit and goes along on 
an even course will find himself 
better off at the year’s end than the 
“money getter.” 

Of course there is a certain class 
of trade that will buy anything at 
any price provided it is high enough. 
The “Sheiks” and “Shebas,” the flap- 
pers and cake eaters, seem willing to 
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pay the price so long as doting dad 
or moon-gazing mother puts up the 
coin. Just so long the profiteer will 
flourish. 

As we remarked in the first para- 
graph, it depends upon the dealer’s 
idea of profit—also upon his idea of 
what constitutes good business. If 
he has taken any stock in the RE- 
CORDER’S slogan “More goods sold 
right,” he is apt to think more of 
service and permanency than big 
profits. 

Which is the better—a stabilized 
trade that may be counted on day 
after day and year after year, or a 
fleeting fad-hunting, jazz-crazed, 
“maybe-so” trade that is here today 
and somewhere else tomorrow? 
Which is the more profitable trade, 
really, the regular customer or the 
shopper? 


Did this ever happen to you? 
Twelve pairs of novelty shoes 
come in. They look so good you 
shut your eyes and mark them at 
$18. Two pairs are sold at that 
price when your competitor across 
the way shows the same pattern at 
$15. You see him one better and 
sell two more pairs at $12. Then 
that little cuss down the street goes 
you both the limit by duplicating 
the same model at $8.50. His stuff 
is junk but the shoppers don’t know 
it until they wear a pair. To keep 
ahead of the game you order in an- 
other novelty, put it on sale at a 
high price and the cycle repeats it- 
self. You can go on indefinitely 
or until you are busted. You have 
eight pairs of the first lot on hand. 
You stick on a P. M., and, perhaps, 
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He Profits Most Who Serves Best 


break even on your first cost and 
freight. Where is your profit on 
that kind of merchandising? 


On the other hand, suppose you 
stock 12 pairs of a staple, desirable, 
day-in-and-day-out seller that women 
know about and on which they are 
pre-sold through advertising. Isn’t 
your chance better to sell the entire 
lot at a fixed price than on a name- 
less, unknown, so-called novelty? 

If you have the exclusive agency 
for a certain shoe the shoppers can- 
not buy it in any other store in your 
town. No other store can cut prices 
on it because they cannot get it to 
cut on at any price. The sharp- 
shooter may duplicate the style but 
he cannot counterfeit the trade- 
mark. That is your exclusivve prop- 
erty in your town and the manufac- 
turer will protect your rights by 
prosecuting any infringement on 
the trade-mark. 

Dealers who handle _ exclusive 
lines find that they clean up more 
evenly with less mark-down and few 
clearance sales. And that means an 
even profit instead of a “guess” 
profit. 

Here are two instances that were 
personally observed by the. writer. 
About two years ago, when things 
looked a bit bad for the shoe trade, 
I made a trip to see if it might be 
discovered “just what was wrong 
with the business.” In an Ohio city 
a shoe dealer complained bitterly of 
conditions and said: “I am not buy- 
ing a pair until I see things looking 
up a little.” The writer pointed to 
the men’s section, where a certain 
well-known line of men’s shoes was 
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carried. “Are you not buying any 
of those?” The dealer said: “Oh, 
yes, we fill in on those; they are as 
staple as wheat.” 

Next day in a West Virginia store 
the manager was getting ready for 
a special sale. He had decided that 
business was so rotten nothing but 
reduced prices would start people 
buying. He showed me seven styles 
that he proposed to put on sale the 
next day. “I bought those to sell at 
$10 and $12,” he stated. “Tomor- 
row I am going to offer them at 
$6.50.” In a show case nearby was 
a display of a certain line of adver- 
tised flexible arch shoes for women. 
“Will you include any of. these in 
your sale?” I asked. 

“Not on your life,” he declared. 
“Why, man, those are my bread and 
butter.” 

When it becomes necessary to put 
on a clearance sale to clean up odds 
and ends, which shoes are listed first 
and cut deepest? Those shoes that 
did not move, that disappointed you, 
that have sat there on the shelves 
and eaten up your profits. In the 
sale that follows, which shoes are 
bought quickest,-with the greatest 
confidence? Your odds and ends of 
named, advertised shoes—every 
time. 

Why do price cutters always try 
to get a few pairs of some good, 
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fine, well-advertised shoe to use as 
“bait”? The price cutter knows 
that the name of the shoe will bring 
in a few people—perhaps a lot of 
them. He entices them into his web 
with the advertised shoes and stings 
them with his junk. 

Seldom is he able to get more than 
a few pairs. The manufacturer 
tries to guard his dealers’ interests 
against the pirate, but sometimes a 
bankrupt stock gets into the mar- 
ket. Then see those job lot fellows 
swarm around. Some little cuss gets 
a few named shoes and runs home 
and offers a big lot of “So-and-So 
shoes at manufacturer’s prices.” He 
makes his advertisements alluring 
to the suckers. But he stays within 
the law. Nearly every State now 
has a law against fraudulent ads. 

Investigation indicates that the 
so-called bargain store has -about 
given up the game of slaughtering 
named or branded goods. He now 
imitates, or comes as close to in- 
fringement as he can and escape the 
penalties. This class need worry 
the legitimate dealer but little in 
these times. 

The mooted and booted question 
of stamping retail prices on shoes 
comes to mind and it may be that 
it is on the questioner’s mind too. 

Very few shoes are so marked 
now. The days of fixed price shoes 
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—$3.50, $4, $5—are very far back 
along the road to yesterday and 
“the good old days.” When a manu- 
facturer stamps the retail price on a 
shoe he is pretty certain that he 
keeps in mind “the greatest good to 
the greatest number.” He allows a 
comfortable margin of profit. His 
agencies as a rule do not suffer over 
much. If a dealer is content with a 
profit in keeping with the rules of 
fairness and good business morals 
he: will not complain at the profit 
permitted by an advertised line. 

The dealer who handles a line of 
advertised shoes that are not 
stamped with the retail prices would 
do well to bear this in mind: 

“A fair profit is the right of every 
retail merchant. To attempt ex- 
tortion in the mark-up is dangerous. 
You may get away with it for a time 
but they’ll get onto you eventu- 
ally.” 

After all, is it not wiser, more 
satisfactory in the long run, to 
think less of profits and more of ser- 
vice? Will not profits surely ensue 
if a man acts on the square and ob- 
serves just a little of the Golden 
Rule? : 

A great lecturer once gave utter- 
ance to a great maxim. It has been 
used for years by the Rotarians. 
Here it is: 

“He profits most who serves best.” 





Use Your Imagination 


Selling Is an Art That Needs Creative Thinking for Success, 


Almost 250 people attended the 
banquet which was given by mem- 
bers of the Milwaukee Shoe Re- 
tailers’ association for their sales 
people and wives, at the Mil- 
waukee Athletic Clib. Similar 
banquets have been held by the as- 
sociation in the past, but attend- 
ance at this fall’s event was the 
largest on record. An educational 
aspect was given to the gathering 
by a very interesting and instructive 
talk by R. R. Cunningham of the 
La Salle Extension University, who 
spoke on “The Easiest Way To Sell 
Shoes.” 

“If there is any fault in the mer- 
chandising of shoes at the present 
time, it is the lack of imagination,” 
stated Mr. Cunningham in his 





Says Professor Cunningham of La Salle University 














advice to salespeople. “Don’t talk 
of shoes as shoes. People don’t 
buy shoes—they buy all the things 
that shoes mean, such as style, fit, 
color and many other things.” 

Several times during his talk, 
Mr. Cunningham referred back to 
the need for imagination in selling. 
He stated that if there were a de- 
mand for $5 shoes, use of imagin- 
ation could sell $15 or $20 shoes by 
directing the customer’s attention 
to the beauty, style or distinctive- 
ness of the higher priced shoe in- 
stead of selling the shoe itself. He 
also pointed out that too much 
knowledge about the details of 
manufacturing is not always a good 
thing as the salesman does not sell 
the cause, but the effect. 


The speaker mentioned three 
fundamental principles which 
the merchant must reckon with 
in building up a successful 
business. He must bring more 
people into his store; he must 
sell more people who come into 
the store or must sell each one 
a bigger bill, and he must bring 
those people back. 


But through it all, he emphasized 
the fact that the salesman holds a 
very important position where he 
can help or hinder in the building 
up of a business. A salesman must 
either increase the gross business of 
the concern for which he works, 
and thereby add to its profit, or he 
must decrease the expenses in order 
to make a success. 
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Advertising to Help Advertising 


Albany, N. Y., Newspaper Tries a New Stunt 


many advantages and is being 

adopted more and more gen- 
erally in various parts of the coun- 
try. Now comes another form, in 
which advertising mediums such as 
newspapers come to the front and 
utilize their own white space to put 
across messages of equal value to 


advertising has 


their readers and to their advertisers. 
Such a series is illustrated on these 


two pages. The newspaper in ques- 
tion, the Times-Union of Albany, 
N. Y., conceived the idea of educat- 
ing its readers to the importance of 
thinking seriously of their footwear, 
and of rendering more effective the 
regular advertising appearing in 
their pages over the merchant’s 
signature. 

Five subjects were selected and 
worked into five advertisements of 
large size. The first of these, deal- 
ing with the necessity of changing 
shoes often and of assuring one’s 


have been fitted 
properly, was a_ straightforward 
presentation of facts. The second 
dealt with the care of shoes when 
not being worn, and stressed shoe 
trees. 

The third, “What Is Your Shoe 
Mileage,” borrowed an idea from the 
tire manufacturers and talked about 
the extra service rendered and the 
economy achieved by having two or 
three pairs rather than one. The 
other two, “Be Sure That You Have 
a Good Foundation” and “How to 
Make Your Shoes Last Longer,” 
hammered home the same idea. 

“We are also carrying this idea out 
in various other lines of merchan- 
dise,” says J. D. Sullivan, general 
manager of the paper, “and some 
time in early spring we are scheduled 
to run another series of shoe promo- 
tion advertisements.” 

Many of the phrases used are ex- 
cellent. For example: 


self that shoes 


“A good suggestion is this: Change 
your shoes frequently like you do 
your clothes, your sox, your shirt.” 


46 HEY’LL lose their shape, their 
style, their high lasting qual- 
ity if you do not fit them with shoe 
trees. That may seem like just ‘an- 
other advertising phrase’ to you, but 
the reason somebody else’s shoes 
always look better than yours is 
probably. due, in part, to just this 
habit.” 
“Good shoes are more than a pro- 
tection from hot. sidewalks and car- 
pet tacks. You need three pairs at 


least, for three are cheaper than one 


or two; and you want the best you 
can afford for the sake of a good 
foundation.” 

“The ‘mileage’ can be increased a 
lot. A frequent change of shoes and 
you find that the ‘rest’ has done them 
good. Economy, too! It’s cheaper 
to own three pairs than one or two.” 
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Excellent Examples of 
Cooperative Ad 


Campaign 


HE advertisements described in this 
article were of uniform size—three 
columns wide and 10 in. deep. The ap- 
peal in this series was confined to men 
as it is the men’s business, of course, 
which most needs stimulation and it is 
the men, furthermore, who most need 
education on the care of shoes and the 
real economy achieved by owning at 
least three pairs. 
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Selling Shoes to Wealthy Men 


Single Pair Sales the Exception Here 


S it difficult to 
= to the foot- 
wear wants of 
some of New York’s 
wealthiest people? 
Is the world wide 
traveler hard to suit 
in footwear? The 
answer is “no,” if 
the customer is a 
man. At least this 
is the experience of 
a shop that supplies 
shoes to some of the 
leading citizens of 
New York, and sells 
shoes to a host of 
out of town visitors 
to the big city, many of them 
coming from far off lands. It is 
the experience of the Nettleton 
Shop, located in the Hotel Roose- 
velt, one of the New York new 
and modern hotels. 

Perhaps it is because those 
with plenty of money recognize 
quality and style when they see 
it and are immediately attracted 
to it, or it may be that the 


atmosphere that pervades this City. 


shop is the main factor in mak- 
ing selling easy. At any rate 

F. D. T. Boulé, manager of the shop, 
says that selling shoes in this estab- 
lishment is a comparatively easy 
task, 

With two large windows fronting 
on Madison Avenue, which has 
grown rapidly to be the most promi- 
nent shopping street for men in the 
city, and with three windows facing 
the Hotel Roosevelt Arcade, the shop 
has display facilities for attracting 
attention second to none in the city. 
These windows are kept dressed to 
the minute all the time. The very 
latest wrinkle in men’s footwear is 
displayed in them daily. As early as 
November linen and white buck 
shoes were being shown for the 
Southern winter resort trade. They 
were sold, too. 


HE store, which has been open 

less than a year, is tastefully 
fitted out in solid mahogany, with in- 
dividual easy chairs upholstered in 
leather scattered about. There is no 
crowding at any point in the shop. 
At the rear, and down a short flight 
of steps is a large leather divan. 
Smoking stands of solid brass are 


ton shop on 


Note the club-like atmosphere of this Nettle- 
adison Avenue, New York 
It’s really almost part*of the Hotel 


Roosevelt 


scattered about and mahogany tables 
form a convenient resting place for 
shoes when they are being fitted. 

There are nine large display cases 
along the side walls of the shop, 
which also are used to show every 
type of shoe that the well dressed 
man wears. The suggestive power 
of these cases is tremendous. One 
case, which is kept trimmed with 
evening shoes, is the best producer 
of extra pair sales in the store. The 
customer who is being fitted with 
street shoes cannot help but see this 
display of evening shoes and is re- 
minded of his needs in that line. 

While the store gets many tran- 
sient customers from the hotel, the 
bulk of its trade is furnished by 
regular New Yorkers, many of 
whom live in the expensive apart- 
ments that line Park Avenue for 
twenty or more blocks above the 
Grand Central station. It is to this 
class that the store makes its strong- 
est appeal. 

“A good bit of our trade,” said 
Mr. Boulé, “comes from those New 
Yorkers who formerly patronized 
custom boot makers. We give them 


December 12, 1925 


the same style and 
fit in ready made 
shoes. The fact that 
they come back, 
again and again, is 
proof that we are 
filling a real want. 
Right now fully 60 
per cent of our sales 
are being made on a 
custom last that has 
gone over big. Our 
prices range from 
$14 to $20 for shoes 
with the average 
price running 
around $16 or $17. 
Our customers do 
not grumble at these prices. 
They see what they want and 
pay the price cheerfully.” 

Single pair sales are the ex- 
ception rather than the rule in 
this store. It is the usual thing 
for a customer to buy at least 
one pair of black shoes and one 
pair of tan shoes. Additional 
sales are made on sports shoes, 
evening shoes, riding boots and 
pullman and bedroom slippers. 
The slipper business is tre- 
mendous. Slippers carried by 
the store range in price from $5 to 
$12. The bulk of these go to hotel 
guests who either have forgotten 
their slippers or happen to need a 
new pair. 

“We are selling more black shoes 
in proportion’ to tan than at any 
time in the past several years,” said 
Mr. Boulé. “‘And the best part of 
it is that the black business is mainly 
extra pair business, and is not dis- 
placing tan shoes.” 


PORT shoes are a big part of the 

business, too. The wealthy globe 
trotters, stopping in New York be- 
tween trips to Paris and Palm 
Beach, are the biggest buyers of 
sport footwear. The brown buck- 
skin shoe made popular by the 
Prince of Wales has been a good 
seller in this shop. Now white buck- 
skin, trimmed with black or brown 
wing tips and lace stays is running 
strong. A new linen shoe trimmed 
with leather has just made its ap- 
pearance. This is the type of shoe 
that the really well dressed wealthy 
man wants to wear. Sport shoes are 
good sellers all the year round. 
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field, the aesthetic dancing 

sandal, is developing a tre- 
mendous popularity in school and 
college circles. Selling sandals to 
those who went barefoot was the 
bright idea of the first caveman in 
the shoe business, but in these later 
days dealers have assumed that the 
only good markets still going bare- 
foot were in the savage islands. It 
took George N. Goddard of Welles- 
ley, Mass., for nineteen years pro- 
prietor of a retail shoe store there, 
to discover such a market right at 
home. 

The fact that Wellesley College is 
the reason Wellesley is known every- 
where gives the clue to Mr. God- 
dard’s innovation. Time was when 
Wellesleyites studying aesthetic 
dancing frisked through their steps 
barefoot. Now they wear Mr. God- 
dard’s aesthetic dance sandals, 
which are named after the college. 

About three years ago its dancing 
instructor asked Mr. Goddard for 
suggestions regarding some covering 
the students might use to protect 
their feet while dancing, and still 
leaving them free for motion. The 
new sandal resulted from his experi- 
ments, and has met a large existing 


\ NEWCOMER in the footwear 


Dancing Sandal 
the Latest Aid 
to More Sales 


<) 


Ny 
| 










need. The sandal consists of a sole 
with heel and toe piece, held firmly 
on the wearer’s foot by an elastic 
passing around the ankle from the 
heel piece and through a narrow strip 
of leather extended up from the toe. 

The entire sandal is as soft and 
pliable as a glove, the leather used 
being ooze veal. This, Mr. Goddard 
found best adapted in both softness 
of texture and toughness, and the 
college girls report that sandals they 
purchase one year wear right 
through the next too. 


ELLESLEY was not long the 
only school to use the sandals, 
for news of their practicability 
spread quickly. Mount Holyoke and 
Vassar are among the other large 
colleges to have accepted them. Of 
equal or greater importance is the 
fact that the sandals are used at the 
Denishawn schools, which, of course, 
rank as national leaders in the field 
of professional aesthetic dancing. 
Other orders for the sandals have 
been received from California, Texas, 
and points equally distant from the 
new business. They are coming into 
use also at summer camps, many of 
which stress aesthetic dancing. 
Dancing instructors and students 


BOOT AND SHOE RECORDER 53 


The dancing sandal originated at 
Wellesley College, Wellesley, Mass., 
and is designed to be worn for 
aesthetic out-door dancing. Orders 
now come from as far away as Cali- 
fornia. 


are both enthusiastic about the new 
footgear. They find the foot given 
absolute freedom without the dis- 
comfort and danger of injury attend- 
ing barefoot work. The appearance 
of the sandals is graceful, since the 
ooze leather hugs the foot so closely 
as to preserve an effect of outline 
practically the same as that of bare 
feet. 

The sandals are available in a 
dozen colors. Some vf the colleges 
require uniform shades for all their 
students, Mount Holyoke and Vassar 
using gray, and Wellesley dark 
brown. The more brilliant shades of 
red, old rose, green, Chinese blue 
and so on, are in demand by the 
Denishawns, and for special produc- 
tions to match costumes. 

Ooze for the sandals is cut in three 
pieces, sole, heel and toe. A single 
row of stitching joins the upper sec- 
tions to the sole, and attaching the 
elastic at either side of the heel 
finishes the job. Mr. Goddard’s 
workshop is a single small sunny 
room, where only the simplest of 
equipment is necessary, but the busi- 
ness has grown, with no advertising, 
from the experimental stage to such 
size that this fall his retail store was 
disposed of as of less importance. 
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More Men’s Shoes at Next Year’s 
St. Louis Fashion Pageant 


you imagine the St. Louis shoe 
[insees as a vast $220,000,000 
department store, with its cus- 
tomers the merchants of the United 
States—and of the world—you can 
gain a new idea of the importance of 
this market in your merchandising 
plan. 

For St. Louis is not, like the other 
shoe centers of the country, merely 
a specialized market, known as a 
staple, women’s novelty or children’s 
shoe center. 

It is the most complete market in 
the country—a real “shoe department 
store,” where merchants catering to 
every class of trade can find their 
wants fully anticipated. The facts 
will prove it: 

As “The World’s Shoe Style Cen- 
ter” St. Louis is recognized as the 
leading market for women’s style 
footwear. 

With its great “in-stock” manu- 
facturers catering to the stores that 
sell styles to the masses, and its ag- 
gressive specialty manufacturers 
dominating the trade with their high 
novelty lines made to order for 
the medium-to-high-class trade, St. 
Louis presents a market for women’s 
footwear that sets the pace for the 
whole country, and is not approached 
in completeness by any other shoe 
center. 

The children’s lines of St. Louis 
are also established in the trade as 
leaders. Children’s shoe manufac- 
turers have done excellent work in 
developing the children’s business 


into a bigger profit producer for 
shoe merchants, by giving their 
shoes new standards of individuality, 
sturdiness—and, most important of 
all today, style. 

As to men’s shoes, while the local 
market has not yet developed great 
specialists in this field, yet its lines 
compare favorably with those of 
every other shoe center in the coun- 


try. 


HE announcement that the St. 

Louis Pageant of Footwear Fash- 
ions, to be presented here for the 
second year Jan. 4 to 6, has been 
broadened to include men’s shoe 
styles, indicates that the local mar- 
ket is coming to the front in this 
line. Further proof is seen in the 
fact that of the $220,000,000 an- 
nual volume in shoe business that 
St. Louis has now reached, a larger 
proportion of this sum represented 
sales of men’s shoes than in previous 
years. 

These are the facts, briefly 
sketched, that back St. Louis’ claim 
of being a $220,000,000 shoe “de- 
partment store,” serving the coun- 
try’s shoe merchants. 

But there are other respects in 
which St. Louis easily outranks 
others in giving more complete ser- 
vice. 

It is “the city surrounded by the 
United States,” and is nearer to a 
greater proportion of the shoe mer- 
chants of the country than any other 
comparable market. Figures show 


that the St. Louis shoe market is 
only 24 hours from the majority of 
shoe stores. In the present age of 
hand-to-mouth buying, and the rapid 
rate at which individual styles rise 
and fall in popularity, such a record 
for transportation is of vital impor- 
tance. : 

It is commonly recognized in the 
trade that the St. Louis shoe manu- 
facturers rank among the greatest 
merchandisers in the country. This 
they demonstrate not only in attain- 
ing the largest volume of business 
of any shoe center, and thereby pro- 
ducing most economically, but also 
in furnishing their dealers with the 
means of selling more of their shoes. 

So the completeness of “The 
World’s Shoe Style Center” does not 
end with its offering to retailers a 
well-rounded-out market for all 
types of shoes. It also includes a 
completeness of dealer service that 
probably has never been approached 
by any other market. 


New Store for Wetherby-Keyser 


Wetherby-Keyser will open their 
sixth store in Los Angeles, at 715 
to 719 South Flower Street, this 
month. 

This store will be known as the 
“Shop de Luxe” and will feature 


shoes for women. The new shop- 
ping district on Flower Street now 
contains many smart shops and this 
newest shoe shop will give the 
street a fresh impetus. 
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Make Your Plans Now! 


The manufacturers who 
make up this section, will 
have their lines on display 
at the Sherman Hotel. 














“ern con 3. BU OPA 





This Certificate of 
Co-operation is a 
badge of honor 
and a guide for 
buying by shoe 
merchants f rom 
leading concerns. 
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No. 2157—The Blimp—$5.90 In Stock Tan Geneva Calf—Barbourwelt 





~ Nunn-Bush 


Ankle-Fashioned 


RDGISTERED U. 8. PATENT OFFICE 


Exclusively Nunn-Bish 


Nunn, Busu & WELDON SHOE Co., 5TH AND Hap.ey Sts., MiILwAvuKEE, WIs. 


EASTERN STOCK DEPARTMENT: 
Nunn-Bush Shoe Co., Inc., 144 Duane St., New York City 


At the Chicago Convention Niorrison Vote and Sherman Hotel JAN. 7, 8, 9 
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There’s a Lot of Good Healthy Merchandising In 


sINBAc 


HELTHY-FUT SHOES “FOR LIFE’S SPRINGTIME” | 

















Sturdily built and gracefully styled, the Helthy-Fut line 
is chosen by those who appreciate sound, healthy merchan- 
dising conditions in the store. -Each sale of Helthy-Fut 
shoes is a clean sale—with the customer pleased, goodwill 
established and a repeat sale later on. 










The finest in Welts, McKays, Stitchdowns and Turns for 
young people of all ages—‘For Life’s Springtime’—are 
manufactured in our own factories. Each type of shoe is 
made in a different factory, specializing in one kind of con- 
struction only, insuring expert workmanship. All stock is 
carried on the floor in Chicago, where shipments within 
eight hours of receipt of order are the rule. 








For a healthy turnover, tie up with the Helthy-Fut line. 






On Display At the Chicago Convention 







SINSHEIMER BRO. & 
211-1315 W. MONROE t 


CHICAGO 
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Here's the Proof of the | Pudding | 
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JARMAN SHOE COMPANY 


MANUFACTURERS OF MEN'S WELTS 
SECOND AND SHELBY AVE. 


Nashville, Tennessee 
September 1, 1925. 
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The Ohio Leather Co., 
Girard, Ohio. 





Dear Sirs: - 


We sent you several days since, a shoe 
made from your Kaffor Kid Leather, which was worn 
by one of our customers for over six months. 


This party weighs over 225 pounds, and the 
shoe, which we are sending you has the third half 
sOle on it, which will show how hard he was on the shoes. 
He completely wore out the original sole, and two half 
soles, and the sole which you now see on it, is the third 
half sole. You will observe that this shoe hasn't a single 
break in it, and we mst say that we are very highly pleased 
with the service of this leather. This shoe was not 
made especially for this party, but was taken right out 
of stock, a size 11 E width, and it is a fair representation 
of the way the upper leather in these shoes has given 
satisfaction. 


We are sending this shoe to you without any 
solicitation on your part, as we feel that you should know 
just the way your leather is wearing. 

Yours truly, 


JARMAN SHOE COMPANY. 








Unretouched photograph 
of the shoe referred to 
in the letter above. 


wf 
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-the proof of the leather is in the wear 


KAFFOR KID is a sturdy Calf leather. Of a special tannage, it has f 
many features of merit, such as fine grain, mellow and comfortable to 
the wearer, shape-holding, of beautiful finish and of sturdy quality. 



























For styling, it gives just the ag kind of fine background for modish 
patterns. 


KAFFOR KID is a good business builder for both the manufacturer and | 


retailer. It has won its host of users and friends on its merit alone. 





















Your manufacturer of medium and fine grade Men’s, Women’s or Chil- 
dren’s footwear can show you their wanted styles made of KAFFOR KID. 


KAFFOR KID 


The Sdeal Calf feather 


Samples of Kaffor Kid 


will be sent on request 
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The Shoe Merchants’ 


a 
| 

! 

ET 
B | 
| 
| 
P| 
a 
p | 
p | 
t 


Greatest 
Convention 


tion on Jan. 7, 8, 9, 1926,-in Chicago 

will eclipse all other convventions. This 
convention already occupies the position of 
America’s Greatest Yearly Trade Conven- 
tion—and now the superlative will be out- 
done. Business in a rapid rise makes the 
perfect background for our plans. Con- 
vention plans more alluring than ever be- 
fore, staged in Chicago, the great central 
convention point, form the basic appeal. 

How many times have you said that if 
your foresight, had been as good.as your 
hindsight, things would be thus and so? 
Are you going to add another loss to that 
already staggering total? 

Foresight—go to the convention—see, 
hear and get the facts that enable you to 
play a winning game. The cost of attend- 
ing the convention is relatively small—one 
small idea you get may: make you much 
profit. 

Hindsight—stay at home and all next year 
live in regrets. You will see the other fel- 
low doing the things you could have done 
and making the money you could have made. 


Tie: National Shoe Retailers’ Conven- 


A program that will make better mer- 
chants out of small town dealers as well as 
big city retail merchants is being planned. 
Methods that have made small retail shoe 
stores pay big profits will be explained in 
detail by merchants who have made national 
reputations by their ability to build a big 
business in a small town or on a side 
street in a big city. 


HE convention is being planned for the 

special benefit of owners and managers 
of small and average sized stores. Instead 
of having speakers tell of methods that have 
proved successful in metropolitan cities but 
which cannot be successfully worked out in 
small towns, Manager George M. Spangler 
is giving small town merchants a major 
share of the convention program. It will 
be a convention for their benefit fully as 
much as the big city dealer. 

In his plan to feature the small store 
owner as well as the big operator, Manager 
Spangler is arranging to secure as speak- 
ers twenty successful small town merchants 
who through their ability to get business 
have attracted more than average attention 
in their communities. These speakers will 
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tell of the methods they have used in mak- 
ing their business so extremely successful. 

Prominent among the speakers will be 
F. W. Andersen of Cozad, Neb., a merchant 
who has built up a business of $300,000 
annually in a town of 1300 and won for him- 
self the title “Miracle Merchant.” Mr. 
Andersen is an able and interesting speak- 
er. He will explain to the convention 
visitors how he developed such an unusual 
volume in a small town. Merchants who 
are anxious to attract small town trade will 
surely find a great deal to interest them in 
his address. 

Thomas F., Kelly of Minneapolis, head of 
a special sales service which has attracted a 
great deal of attention 
because of the success- 
ful record it has made 
in small towns, will also 
speak, giving the cream 
of his experience. 

The twenty small 
town dealers are being 
selected by Manager 
Spangler with the help 
of regional governors 


One National.’ 

_ Shoe Convention” 
- 1512 Annual 
5. i Meeting a: 
oe piCAgO a 





of the National Retail- 
ers Association. Each 
one of these speakers 
will in open forum 
answer questions put to 
them by the conven- 
tion visitors and do 
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everything in their power to make the con- 
vention the biggest and most educative ever 
conducted by the N. S. R. A. 

In commenting upon his plan to feature 
small town dealers Manager Spangler de- 
clared that anyone could hire a store in a 
good location, they can buy the same lines 
of shoes and still not be successful because 
they lacked ideas that other retailers have. 
That is the reason he is going to make this 
convention a convention of exchanging 
ideas. 


N addition to the educational side of the 

convention Manager Spangler is devot- 
ing a great deal of time to the entertain- 
ment features, which are also expected to 
surpass any previous efforts to make the 
retailers enjoy their convention trip. 
Present plans call for a monster banquet 
on the closing night of the convention 
with Captain Irving O’Hay as the principal 
speaker. The banquet will be followed by 
a dance. , 

The New England shoes manufacturers 
are planning to entertain the visiting buy- 
ers at a big “New England Night.” A 
special committee has been appointed to 
have charge of the party and they are 
making elaborate plans to give the buyers 
an exceptionally good time. 

The style revue is expected to be by far 
the finest thing of its kind ever held in the 
country. 








Gi Go to Chicago ~ January 7-8~9 
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Accessory Lines on the Mezzanine 
at the Sherman 
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Mezzanine 
Space No. Name 
S Pah Rubber Company, 1014 S&S. 
Idare Ave., Chicago, til 
2. Goodyear Tire & Rubber se, 1144 E. 
Market St., Akron, 0. 
6. Amalgamated Leather Co., Inc., Wil- 
mington, Del. 
11. The Hecht Fixture Co., Medinah Bldg., 
Chicago, 
Winkler-Thompson Co., Inc., 353 Fifth 
Ave., New York, N. ¥. 
N. 8S. R. A. Statistical. 
. United Shoe Machinery Corp., 205 Lin- 
coln St., Boston, Mass. 


Mezzanine 
Space No. Name 


15. Panco Rubber Company, Chelsea, Mass. 


16. Panther Rubber Mfg. Co., Stoughton, 
Mass. 


17. Carson, Pirie, Scott & Co., 
Adams St., Chicago, Ill. 


18. The Reynolds Co., Providence, R. I. 


19. Wm. Skinner & Son, 305 W. Adams 
St., Chicago, Ill. 


20. Barbour Welting Co., Brockton, Mass. 


21. BOOT & SHOE RECORDER, 207 South 
St., Boston, Mass. 


300 W. 








Mezzanine 
Space No. 


22-23-24. 


Name 
N.S.R.A. Registration 
Railroad validation 
Membership—Insurance 
The Shoe Retailer, 166 Wssex St, 
Boston, Mass. 
Scholl Mfg. Co., 211 W. Schiller St. 
Chicago, Ill. 
United States Rubber Co., 1790 Broad- 
way, New York, N. Y. 


United Last Company, Boston, Mass. 


Adrian Corporation, 210 Sycamore St. 
Milwaukee, Wis. 








1925 


LE 
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Four Years and Eight Months Record 


Wisconsin Has 66 Shoe Factories. 
BUT 


We Are Its Third Largest Producer 
of Shoes 


The old year is drawing to a close and to those who 
directly or indirectly helped us to show a gain of over 


“$900,000.00 
‘GAIN ‘GAIN 


in shipments in 1925 over 1924 we extend our thanks and 
sincere appreciations and wish you the season's 
greetings. 


We hope to have the pleasure of meeting you personally 
at the Chicago Convention, January 7th, 8th, and 9th. 
Rooms 736 and 737 Hotel Sherman. 


The Menzies Shoe Company 


S. D. Nichols 
Pres. and General Manager 
Fond du Lac, Wisconsin 


When the prices of shoes can be lowered Menzies will lower them. 


“THE BUSIEST SHOE COMPANY IN THE WORLD” 
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Cinderella Chosen in Chicago 








neta ae . _j 


Director Ed. Beck “looking over’ some of the con- 
testants in the N. S. R. A. Cinderella Contest 


Sarg’s masterpiece of supper club splendor at the 

Hotel Sherman in Chicago—Chicago’s Modern 
Cinderella was chosen Friday night from among three 
hundred pairs of the city’s most beautiful feet. 

The judges of the contest, sponsored by the Chi- 
cago Evening American, and initiated by the National 
Shoe Retailers’ Association, labored through five long 
hours of selecting and rejecting in the spot lighted 
hall and struggled through a maze of bare feet dis- 
played under the flare of movie lights and punctuated 


I: the exotic setting of the Bal Tabarin. Tony 


Art Student Wins Honor 


by the “pouf” of the flash light members of the news- 
paper photographic staff. 

Miss Sue Bailey, a student at the Art Institute 
in Chicago, was chosen for the most beautiful and 
ideally formed feet in the city of Chicago and wins 
the $500 cash prize for the first place in what is now 
one of the most amazing and interesting contests ever 
staged. in the country. 

The second prize was won by Miss Constance Pen- 
ney, a dancing instructor, and may it be said to her 
credit that the judges lingered long before rejecting 
her for first honors. 

The winner of the contest—as well as the second 
prize winner and the ten runners-up, will be present 
at the banquet of the National Shoe Retailers, Satur- 
day night, Jan. 9, at which time Mayor Dever of Chi- 
cago will present the prizes to the winning maids. 

The need of high shoes was plainly shown in the 
heel callouses that caused the rejection of almost 
the larger part of the final contestants, and there was 
an unexpected majority of hammer toed feet and 
broken arches as a result of short fitted shoes. 

President John Baird and Vice-President N. E. 
Jacobs along with George Spangler, manager, and 
Miss O. M. Johnson, assistant manager of the N. S. 
R. A.; Dr. Reese, foot expert; Dr. Hermann Bundesen, 
head of Chicago’s Health Commission, and Edwari 
Beck, a factor in many N. S. R. A. style reviews in the 


past. 





Wollack & Bauer Give Cinderella Footwear 

Wollack and Bauer, one of Chicago’s leading retail 
shoe organizations announced that to the winner of 
the contest they would give a choice of any four pairs 
of shoes in their stock. 


Carson Pirie Scott Give Hosiery to Chicago’s 
Cinderella 


Miss Bailey will also be presented with two dozen 
pairs of the finest silk hosiery to be-found in their 
great and famous Eiffel line of women’s hosiery, and 
will make her selection at the Carson Pirie booth on 
the mezzanine floor at the Sherman Hotel. 





Kelly Endorses N. S. R. A. Ideals 


The National Shoe Retailers Asscciation has just about led the 
field in staging worthwhile conventions, and for his own good it is up 
to each and every shoe retailer who can by any means do so to be 


present at the 1926 convention. 


Having attended conventions of retail merchants throughout the 
United States and Canada for a number of years I have had an excel- 


lent opportunity to observe and judge their value. 


It appears to me that there is no single agency so powerful a factor 


in improving the retail business as the wide-awake, thoroughly alive 
retail association, and its annual or semi-annual conventions. 


This is especially true of the National Association which, because 
of its scope and size, offers advantages local associations cannot 
deliver. Among the very best of all these associations is the National 
Shoe Retailers Association. 


The shoe trade is extremely fortunate in having such a splendid 
association, whose conventions yearly set a new standard of efficiency 
and helpfulness. Each shoe dealer should show his appreciation by 
attending. The benefits of doing so will show up in his business 
throughout all of 1926. 


T. K. Kelly _ 
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WE have just acquired two additional floors in this 
modern Brooklyn plant, thus giving us five floors 
in all, and a factory which is the equal of any in the 
Metropolitan district for the manufacture of exclusive 
footwear for women. 


The added facilities this brings us means, naturally, not 
only better shoes, but the ability t6 get them to you when 
you want them. 

PREMIER QUALITY, PREMIER STYLE, PRE- 


MIER WORKMANSHIP and the recognition of these 
by a steadily increasing number of representative re- 





So That We May Serve You Better! 


At Chicago 
N.S.R.A. 
Convention 
Hotel Sherman 
Rooms 700-1-2 
Jan. 7-8-9 





tailers the country over, has, we are proud to say, made 
this step necessary. 


PREMIER SHOE CO., Inc. 


808 Driggs Ave. _ 
BROOKLYN, NEW YORK 


“Exclusive Footwear for Women” 
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NEW IDEAS 


From the Home of 


ARCH REST SHOES 
THE DREW SHOE 


Beautifully Expressed 
- at the 


CHICAGO CONVENTION 
Jan. 7-8-9 


HOTEL SHERMAN 
Rooms 6079-10 


ST. LOUIS SHOW Welts 


Jan. 4-5-6 Turns 


Hotel Mayfair 
Rooms 414-416-418-420 





Chicago Office 
Room 501 


Security Building 
189 W. Madison St. 


Make Our Headquar- 
ters Your Home Dur- 
ing the Convention 


Main Factory Located at Portsmouth, Ohio 
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orn. 





gafveate of Co-oprr, 6; 
Uearded lo 
Our Gompany, 


National Shoe Retailers 


The Irving Drew Company 


Portsmouth, Ohio PP me 


* National Shor Convention 
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¢e American Interlocking Shoe Store Chairs 

















North Shore Bootery, Evanston, Ill. © 


People seek up-to-date merchandise 
in stores which look up-to-date 


IDY, unshined shoes may still be good serviceable shoes —but they 
don't look it. Nor does an old fashioned, unattractive store reflect prog- 


ress, smart merchandise, and good values. Like unshined shoes — unadorned 
stores hide their true worth. 


For fifteen years we have specialized in manufacturing the one factor of greatest 
importance in adding distinction to shoe stores—American Interlocking Shoe 
Store Chairs. For, beyond their utility, their greater service and longer life, is 
a beauty of line and finish that suggests careful store management, adds an air 
of prosperity to the store, invites more and better trade, and builds customer 
confidence. 


A Free Service to Improve Your Store 


Thousands of leading stores throughout the country are equipped with American 
Interlocking Shoe Store Chairs. And in these installations we have gathered 
many important facts regarding shoe store seating. Today our engineers and 
draftsmen offer you their experience free. With no obligation on your part 

@ they will gladly suggest an arrangement of chairs to enable you to serve more 
customers, with greater speed and convenience, and at the same time add 
greatly to the decorative effect. Write to our Shoe Store Service Department. 
Their counsel and assistance is yours for the asking. 


See Exhibit at Hotel Sherman, N. S. R. A. Convention 


1016 Lytton Building 


NEW YORK: Room 601, 119 W. POPP 5 POILADELPHIA 
BOSTON; Room 302, 69 Canal St. 


A 


ing 


chairs interlock. 


customers, 
Greater durability 


against 


attractive designs. 





—i)- 


These great 
features 
Greater seating capacity— 


Greater comfort for your 


chairs are guarant 
Greater beauty because of 


Greater economy in cost. 
15 years of experience to 
serve and assist you. 






Illustrating 
No. 6035 


beautiful decora- 


tive treatment that 
will harmonize with 
any interior. A dura- 
ble chair, with deep 
curve back, mattress 
spring seat, any cover- 


and finish. 





— these 








American Geating Company 


Chicago, Illiriois 


t Room 703, 1211 Chestnut St. 


This Booklet— 





The Shoe Store Beautiful 
shows many attractive 
styles and arrangements. 


Write for a copy, 
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We had a hunch we could 


Rushing the Season? Nota | wo srine “The wer 


B it—T hese Advance S pring the trade responded proves 


they are in demand now. 


Styles Are Selling Now ee 
SEE US a 
IN CHICAGO 


During the Retailers’ Show 
Jan. 7, 8, 9 
Also at Hotel Sherman 











In Stock 


No. 78614 Golden Tan Calf 
No. 7871%4 Black Calf $4.15 


Frenchy (163) Last 
Rubber Heels 
B, C, D; 5% to 10 
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YOU HAVE SEEN— 





Shoes for 
American 
Girls 


DISPLAYED HERE 
DURING THE YEAR 





























Come and see “Miss Ameri- 

can” in person with a complete 

new showing of smart spring 

footwear at the— 

HOTEL SHERMAN 
Jan. 7-8-9, Rooms 1517-18 











In attendance : 
Mr. Meyer Goldstein 
Mr. Jack Mitchell 











or] FACTORY 
American Shoe Co. i 
Showroom: 622 Marbridge Bldg. Wf | 176 Livingston St. 


34th St. and Broadway NEW YORK Brooklyn, N. Y. 




















Established 1911 











When writing to advertisers please mention Boot anp Suog Recoapsr 





BOOT AND SHOE RECORDER 


December 12, 1925 


ootwear of LAstinction 
At the Conventio 














An Exclusive Showing 
of our 


1926 Spring Line 
will be held at 
HOTEL SHERMAN 


im 739 | “Lax e-Abowitz 











FACTORY AND SHOWROOM 


17 SMITH STREET, BROOKLYN, N. Y. 
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The 
-“Helenette”’ 


A delightful pattern for even 
ing wear, notable for its ex- 
cellent fitting qualities. In 
red and silver brocade in 
basket weave effect. Silver 
kid collar - trimming, with 
silver kid heel, 
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by wiring or writing 
immediately after 
Christmas for the 
numbers to fill out 
your STETSON LINE 


DEP] > 


(See Stock Book No.37 for description of Stock shoes) 








~.* THE STETSON SHOE COMPANY 
b: South Weymouth, Mass. 
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HAND BRAIDED SHOES 


Stylish Practical Comfortable 























Made in Many Beautiful Styles 
Manufactured & Imported by 


GOLO SLIPPER COMPANY 


Special Exhibitions at the 
BOSTON CONVENTION 


ST. LOUIS PAGEANT 
ESSEX HOTEL:.:- 


BANQUET ROOM HOTEL MAYFAIR 
N. R. S. A CONVENTION IN CHICAGO 


AT OUR PERMANENT SALESROOM, SUITE 803, SECURITY BLDG. 
om OFFICES 
129 BUANE ST., NEW YORK, N. Y. 189 W. MADISON ST., CHICAGO, ILL. 


























= Did You Ever 
Adrian Think of This» 


X-Ray 

Foot You probably have used equip- 
Bass ment, shop-worn equipment, out- 
Fitter of-date models or products which 
you do not want but which some 
one else would be glad to get hold 
of at a price under the market. 


ON THE MEZZANINE FLOOR 
SHERMAN HOTEL 
N. S. R. A. Convention, Jan. 7, 8, 9 | 
IT’S NEW Classified Advertising in the 


IT’S IMPROVED BOOT AND SHOE RECORDER 


IT’S PRACTICAL > ; 
IT’S A NECESSITY will move them quickly and eco- 


ADRIAN CORPORATION nomically. See Classified Section 


ENTERPRISE BUILDING for Advertising rates. 
MILWAUKEE WISCONSIN 
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THE gut 
ust We semi 
AT 


CHICAGO 
HOTEL 
SHERMAN 
Rooms No. 
838 to 840 
AT 

ST. LOUIS 
HOTEL 
MARYLAND 


Room 

















Stock 115. The Frat in Holland Grain. Price $6.50. 


Half Million Dollars in Stock 


Forget your old ideas of stock departments. Our stock shoes represent 
the best efforts of every department—every shoe comes to your store 
fresh, sleek, and shining. 


Fifty-seven styles in stock! 
AN INVESTMENT of a half million dollars ready and waiting for you. 
All styles are displayed at the conventions in St. Louis and Chicago. 


E. T. WRIGHT & CO., Inc. ROCKLAND, MASS. 
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New and.unusual effects have been attained by 
the use of contrasting’ materials, but simplicity 
of line still dominates the designs for Spring. 


- Butterfly Footwear Leavitt Fashioned will be on 
display at Rooms 224 and 226, Hotel Jefferson, 
St. Louis, January 4, 5 and 6; Rooms 637-38-39- 
40, Hotel Morrison, Chicago, January 7, 8 and 9. 


BUTTERFLY FOOTWEAR LEAVITT FASHIONED IS ON EVERY 


BREEZE OF STYLE 








GEO. B. LEAVITT CO. 
FARMINGTON ,N.H. 


Women’s Shoemakers Exclusively 


for 35 Years — 


Boston Orrices 163 Essex Street 


as") 
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Are you going to attend the N. S. 
T. A. Fifteenth Anniversary Con- 
vention and Dinner Party, Jan. 5-6? 
It looks most interesting. If you 
have not made reservations, it would 
be well to do so at once, for a record- 
breaking crowd is anticipated. As 
one of the Boston shoe travelers re- 
cently remarked, “Large number of 
the boys are going to be present at 
the St. Louis Pageant of Footwear 
and we all want to be at the Chicago 
Convention. This is going to mean 
quick work—aquick packing of trunks 
after the St. Louis show, and reserva- 
tions for Chicago hotel rooms and 
banquet tickets should certainly be 
booked in advance.” 

The Chicago boys have won, 
throughout the many years of their 
existence, a splendid reputation for 
hospitality. They intend to uphold 
it on this occasion—they are prepar- 
ing a wonderful entertainment and 
they would like to know in advance 
how many visitors they may expect 
at the banquet to the allied trades, at 
which they are to be the genial hosts. 
A preliminary meeting of the ban- 
quet committee was held on Nov. 28 
and all committees reported much 
progress. Simon Ruwitch is Presi- 
dent of the Chicago Shoe Travelers 
Association, his address is 507 
Security Building, Chicago; Charles 
L. Hellbrun is Secretary-Treasurer ; 
he may be addressed at 45 South 
Wells Street; Dave Davis is Vice- 
President, with office at 703 Security 
Building. Orders for banquet 
reservations may be sent to any one 
of the above three. Among the other 
good workers at the banquet are 
Frank D. King, 22 Quincy St., Chi- 
cago; J. C. Murray, B. J. Coens, F. L. 
Barnes, H. L. Ware, J. Kalisky, and 
H. R. James, the six latter on the 
board of governors. The Chicago 
boys are bending every effort to give 
their fellow travelers a royal good 
time at the convention. 





SHOE TRAVELER NEWS 


Conducted by Helen M. Haney, Associate Editor 


On to Chicago for the 15th Annual 
N.S. T. A. Meet Jan. 5-6 


Boston’s Silver Anniversary 
Dinner, Dec. 19 


On Saturday, Dec. 19, the Boston 
Shoe Travelers’ Association will 
celebrate its twenty-fifth birthday. 
This will take the form of a noon 
luncheon at the Hotel Essex, Bos- 
ton, the same hostelry where the in- 
itial “get-together” of salesmen and 
manufacturers was held on Wednes- 
day evening, Jan. 30, 1901. At that 
meeting 117 makers and sellers of 
leather, shoe findings and shoes 
gathered around the festive board 
to take part in a reunion of the old 
Boot and Shoe Travelers’ League. 
A. W. Gage (affectionately known as 
“Gagey”) began the postprandial 
exercises and introduced as toast- 
master E. J. Pierce, an old-time shoe 
traveler. A toast was proposed, “To 
the best lot of fellows under the sun 
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Let Nothing Stop You 
from ettending:- 
The Chicago Shoe Travelers 
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—the Shoe Travelers of America,” 
to which the late Joel C. Page (the 
first shoe traveler in America) re- 
sponded. 

An organization, national in its 
scope, was “talked.” Joel C. Page, 
W. C. Johnson, T. D. Barry and J. I. 
Melanson all spoke in favor of form- 
ing such an organization. It was 
finally voted to form the United 
Shoe Manufacturers and Salesmen’s 
Association—or the Shoe Salesmen’s 
Association of America. A nomi- 
nating committee consisting of Fred 
Whelden, J. C. Page, S. Preston 
Moses, H. B. Tucker and George S. 
Dwinnell brought in the following 
list of officers, which were unani- 
mously voted in as executives of the 
association: President, Thomas D. 
Barry, head of T. D. Barry Co., 
Brockton; vice-president, George 
T. Chase; treasurer, (the late) 
A. L. Chase, formerly of the old 
firm of Charles K. Fox; and sec- 
retary, William Noll. T. D. Barry 
gave an inspiring talk, in which he 
stated that he, as a shoe manufac- 
turer and seller of shoes for eleven 
years, felt that the salesman’s in- 
terests are the manufacturer’s in- 
terests. He gave a check for $100 
to start a fund for brother members 
in need of help. The fund was later 
understood to be a death benefit and 
continued in effect until 1919, when 
it ‘was discontinued as a feature of 
the work of the “Boston Shoe Trav- 
elers’ Association,” which was the 
name finally chosen as that desig- 
nating the group which was origi- 
nally called the United Shoe 
Manufacturers and Salesmen’s As- 
sociation. 

But the spirit of cooperation and 
of fine friendship between the maker 
and the seller which was so evident 
on that first occasion is just as 
strong today, after 25 years of 
“sailing the stormy seas and the 
calm seas” of shoe selling together. 
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A tremendous campaign of national advertis- 
ing is spreading the story of Endicott-Johnson 
and acclaiming the unusual wear and values 
of Endicott-Johnson shoes for boys and girls. 
This advertising is steady, persistent, compel- 














ling. Hitch on! Send for the E-J Catalog. 


Every wheel within a master wheel 





CONCENTRATED ee 
sources of pro- 
duction make for 
economy in the 
manufacture of 
any article or line 
of goods. And 
economy in man- 
ufacture means 
advantages to the 





Endicott-Johnson 
shoes; how prac- 
tically every- 
thing which goes 
into a shoe is 
made “right on 
the grounds’”’; 
how overhead 
expense is held 
down; how inter- 
factory transpor- 








merchant—both 
in buying and in ; 
the greater values which he can give his customers. 

Practically the entire daily output of 125,000 
pairs of Endicott-Johnson shoes is produced within 
a radius of six miles. In that area is centered one of 
the greatest beehives of industry in America. 

» The composite illustration of the Endicott-John- 
son tanneries and factories does not show all the 
buildings, nor does it give an adequate idea of the 
hugeness of this vast plant. 

It does suggest, however, the intimate, central- 
ized control which is exercised over the making of 


tation costs are 
reduced to the minimum; how steps are shortened, 
from the tanning of the raw leather to the pack- 
ing and shipping of the finished product. 

It indicates why Endicott-Johnson has been able 
to develop entire communities of trained shoe 
workers; how concentration operates toward bet- 
ter living and working conditions, and how, in the 
end, the whole plan must and does result in “Better 
shoes for less money.” 

Stock Endicott-Johnson shoes and build a shoe 
business on the firm foundation of GooD VALUE. 


ENDICOTT- JOHNSON 


Better shoes for less money 
Endicott, N. Y. 


Jersey City, N. J. 


St. Louis, Mo. 


Complete stocks carried in warehouses in 
the above cities to make quick deliveries 
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William (“Billy”) Noll, the first 
secretary-treasurer of the Bos- 
ton Shoe Travelers. So efficiently 
has he served the Association that 
he has been elected every year to 
that post since the initial meeting 
at the Hotel Essex, Jan. 30, 1901. 
He will attend the 25th birthday 
dinner of the Association at the 
Hotel Essex on Saturday noon, 
Dec. 19, 1925, and give his cus- 
tomary annual report 














At the luncheon meeting of Dec. 
19 it is hoped that the following liv- 
ing charter members of the original 
group of 117 will be present: E. J. 
Andrews, T. A. Delany, George 
Gregory, T. E. C.. Johnson, H. E. 
Lynch, J. M. Meggett, A. A. Mead, 
William Noll, H. H. Ripley, A. E. 
Rankin, F. W. Stanton, D. J. Tobin, 
C. P. Waide and A. W. Gage. 

And it is interesting to know that 
on this occasion another Brockton 
man, John J. Whalen, president of the 
B.S. T. A., will preside. Mr. Whalen 
is a candidate for councilman from 
his district, receiving the highest 
vote at the November primaries. He 
has a long record of civic and shoe 
trade association service. He covers 
New England for the Royal Shoe 
Co. of Randolph, Mass. 


Cummings on Trip 


Just as soon as he had participated 
in the Thanksgiving turkey and the 
other good “eats” at the family 
table, George T. Cummings, who 
travels the Middle West for Wise 
& Cooper Co., Auburn, Maine, with 
Boston office at 166 Essex “Street, 
left on a trip to the Middle West. 
He is very enthusiastic over his line 
of women’s Goodyear welt style 
shoes. He says that he will return 
to Boston in time to spend the 
Christmas holidays in “The Hub.” 


Mathews with Frank & 
Hyman, Inc. 


For ten years, up until 1922 W. 
V. Mathews was general superinten- 
dent of F. Mayer Boot & Shoe Co. 
Then he resigned to enjoy life on 
his California ranch. He is now 
back “in the game” once more. W. 
V. Mathews had spent but three 
years living a life of ease and 
luxury “among the scent of orange 
blossoms and roses,” as he terms it, 
when he began to get very much 
bored. ‘‘Too much_ inaction,” 
thought he. “I will try Florida for 
a while.” So to the South he jour- 
neyed, intending to stay there for 
the winter. But even Florida failed 
to interest him. And then he dis- 




































This is about the way one might 
have found W. V. Mathews most 
any day during the last three 
years while living the life of 
leisure on his California ranch. 
However, on the theory that “To 
rest is to rust,” Mr. Mathews re- 
cently decided to get into the shoe 
game again. He is now with 
Frank & Hyman, Inc., of San 
Francisco 


covered that the real cause of his 
unrest was homesickness for the 
shoe business. He began to “look 
and listen” and soon a message from 
the Pacific Coast reached his ears— 
it was from Frank & Hyman, Inc., 
of San Francisco. 

Mr. Mathews took the first train 
back to the Golden Gate. He ac- 
cepted the offer of Mr. Hyman and 
has joined the organization as Mr. 
Hyman’s assistant. Mr. Mathews’ 
job will be to look after the details 
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pertaining to the factory, get up 
styles and purchase materials; in 
fact, manage the manufacturing end 
while Mr. Hyman confines himself 
to merchandising the product and 
financing the business. And now 
Mr. Mathews is happy. He states 
that. he can foresee a wonderful 
future with this house. 


“Ed” Buzek with Simplex 


“Ed” Buzek’s recently-made sales 
representation is with the Simplex 
Shoe Mfg. Co. of Milwaukee instead 
of with the Sinbac Shoe Co., as re- 
ported in the RECORDER of Nov. 21. 
The name “Sinbac” evidently 
sounded the same to the reporter 
over the ’phone as “Simplex,” which 
accounts for the clerical error. The 
territory covered by Mr. Buzek is 
Western Ohio, instead of the terri- 


' tory previously mentioned. Mr. 


Buzek is one of the best known men 
in this section. For the past decade 
the boys of the “Buckeye State” 
have been attesting to their appre- 
ciation of his good work for them 
by electing him each year as secre- 
tary-treasurer of the Cleveland Shoe 
Travelers’ Association. 


Dubrin with Sawyer 


Harry L. Dubrin, formerly selling 
the Menzies Shoe Co.’s line, is now 
representing the Sawyer Boot & 
Shoe Co.’s line of Bangor, Me. He 
sells to the volume trade. Harry 
is well known to the big buyers of 
the country. The sales office of the 
Sawyer Boot & Shoe Co. is 86 Lin- 
coln Street, Boston. 


a ae ibd é 

Harry L. Dubrin sells the Sawyer 
Boot & Shoe Co.’s line, of Bangor, 
Me., to the volume trade, with 
Boston office at 86 Lincoln Street 
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“VIOLA” 





Stock No. S109 


Patent Center Gore Pump 
Beautiful Steel Ornament 
Patent Filler Cut-out Saddle 
13/8 Celluloid Cuban Heel 


McKay, $4.15 


“JOAN 99 
>. 


of your City, will be de- 
lighted with this line of 


DE LUXE FOOTWEAR 


Extremely attractive in price. 
Ready to ship. 


UNION 


SHOE MEFG.CO 
Chillicothe 


Stock No. S103 
Patent Two Strap 
Cut-out in Quarter 

15/8 Full Breasted Celluloid 
Spike Heel 
McKay, $4.00 


“ROSALINT)” 





Stock No. S106 


Patent Four Stra . 
Cut-out Quarter and Stra Ohio 
14/8 Celluloid Cuban Heel . 

P McKay, $4.00 Established _1896 

Same in Black Kid. “Cor- i 
delia.” 14/8 Leather Heel. Widths 
= No. 8107. Uskide Top 


McKay, $3.85 
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“T)RUSILL A”? 





Stock No. $104 


Patent Step-in 
Dull Kid Applique Saddle 
13/8 Celluloid Cuban Heel 


McKay, $4.00 


NA AREA” 


Stock No. 8108 


All Patent Step-in-Pump 
Concealed Gore 
Imported Silver Ornament 
Patent Filled 
15/8 Full Breasted Celluloid 
Spike Heel 


McKay, $4.00 


¢ ANNETT A” 


° 
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Stock No. S105 


Patent Cut-out 
Tongueless Oxford 
13/8 Celluloid Cuban Heel 


ry | re 
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Paul R. Whitney, who will cover 

New York State with the “Sally 

Walker” line of young folks’ 

shoes, made in Buffalo by the 

Schieffele Division of the United 
States Shoe Co. 


Paul Whitney Sells ‘Sally 
Walkers” 


Paul R. Whitney, who at one time 
sold Simplex shoes in New York 
State, is now back with Richard 
Sherrington. Mr. Sherrington came 
with the ‘United States Shoe Co. 
June 1, and has full charge of the 
Schieffele Division in the develop- 
ment of a line of- Goodyear welt 
juvenile footwear known as_ the 
“Sally Walker” line, with headquar- 
ters in Buffalo. Mr. Whitney will 
carry “Sally Walkers” in his old 
territory. He feels that on account 
of these shoes being manufactured 
in his territory, and with a large 
stock department te “back him up,” 
that he can the better serve his ac- 
counts. 


Samuel Samuels Is Dead 


John T. Fitzpatrick, who repre- 
sents Huckins & Temple, Milford, 
Mass., reports the death at Denver, 
on Nov. 13, of Samuel Samuels, long 
identified with shoe merchandising. 
Mr. Samuels had retired from shoe 
merchandising some time ago and 
had gone to Denver for his health. 
His father, Joel Samuels of Hart- 
ford, Conn., and who had retired 
some three or four years ago, passed 
away on Sept. 19. Before the elder 
Mr. Samuels’ retirement the House 
of Samuels had stores at Hartford, 
Bridgeport, Meriden, and Spring- 
field, Mass. 

Mr. Fitzpatrick called at the RE- 
CORDER office to report the death of 


- 
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N. S. T. A. Urges Dec. 
Ordering for Easter 
Retailing 

National Secretary T. A. 
Delany, is reminding shoe 
travelers of early order-tak- 
ing on shoes fer Easter open- 
ings, as recently suggested by 
John C. McKeon, president of 
the National Boot and Shoe 
Manufacturers’ Association. 
He has asked shoe travelers to 
pass along to retail shoe 
merchants the advice that De- 
cember ordering is absolutely 
essential to successful Easter 
retailing— that the total 
manufacturing period after 
December, providing for 
March 1 shipments, consists 
of approximately only 42 
working days in which to 
manufacture millions of pairs 
of shoes—that Easter comes 
April 4; that the prospective 
retail shoe store showings, in 
order to get the real benefit 
of Easter retail activity 
should take place about March 
1-15—two weeks before Easter 
Sunday. 





his former customer and paid him 
a well deserved tribute. Said he: 
“Sam Samuels was loved and re- 
spected by all the shoe trade who 
had the good fortune to meet him. 
He was a very high grade man, as 
was his late father.” He leaves 
many friends who will long cherish 
his memory. Surviving Samuel 
Samuels are his mother, sister and 
a brother, Louis, of Wise-Smith Co. 
(department store), Hartford, Conn. 


Chicago Travelers Nomi- 
nate Officers 


The Chicago Shoe Travelers Asso- 
ciation at their meeting on Dec. 5 
nominated the following candidates 
from which a choice will be made at 
the annual election Saturday, Dec. 
26: President, Jack Walsh, Frank 
LaPine; vice-president, D. W. Chris- 
tian, Harry Strandhagen; secre- 
tary-treasurer, Chas. L. Heilbrun, 
Sam Solomon; three two-year di- 
rectors from the following six nom- 
inees: Ira Mack, Wm. T. Cox, Jim 
Richardson, George Collins, Clarence 
Arnold and E. E. Hessler. Outgoing 
directors are J. C. Murray, Frank 
Barnes and Barney Coens. 

President Simon Ruwitch re- 
ported the addition of forty new 
members during the year, and eigh- 
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teen salesmen helped to positions 
through the employment department 
of the association, of which Dave 
Davis is in charge. 

Arthur (Daddy) Earle of the 
Philadelphia association was a guest 
and in his usual fine form as a 
speaker for the good of the Na- 
tional Association of Shoe Travelers. 

The following invitation from 
those present at Saturday’s meeting 
was extended to traveling shoemen 
and merchants coming to the annual 
convention of the N. S. R. A. in 
Chicago next month to be present 
for the big event of the N.S. T. A.’s 
annual convention, the banquet on 
the night of Jan. 6 at the Sherman 
Hotel, for which arrangements have 
been made to take care of eight to 
ten hundred: 

“We extend to those coming to 
Chicago to attend the annual meet- 
ing of the.N. S. T. A. on Jan. 5 and 
6, and those coming to attend the 
annual gathering of shoe merchants 
at the N. S. R. A. convention, our 
hearty invitation to be present and 
have a share in the fine banquet and 
entertainment to be given on the 
night of Jan. 6 at Hotel Sherman by 
the N. S. T. A. to its visiting dele- 
gates and friends in the shoe trade. 
Dancing will follow the dinner. 


Carl Beeman on Trip 


Carl Beeman, sales manager of the 
Trail Moc Shoe Co. of Saco, Me., 
left the Pine Tree State on Nov. 30 
for a three weeks’ trip. He is now 
covering 24 cities and big towns in 
a wide stretch of country—as far 
south as Knoxville and as far west 
as Chicago. Mr. Beeman sells the 
big trade. 


Carl Beeman, sales manager of 
the Trail sata a Co., Saco, 
é. 
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Every member of this whirlwind team wears Keds. The 
Original Celtics, world’s professional basketball champions 





= 


EDS carry the O. K of champions! More famous basketball, handball, 

and tennis stars are now wearing Keds than ever before. Any shoes that 

can win and hold the approval of champions, as Keds have done, are bound 
to please the athletes of your neighborhcod. 

This year Keds areeven better. For instance,'note these four features of Keds— 


1. Narrowed Shank—Provides perfect fit where perfect fit is needed... 
supports the arch... prevents foot from sliding in shoe, thus guard- 
ing against blisters... fits more snugly at heel. 

2. Cushion Heel—Absorbs the jars and shocks of active play and thus 
wards off fatigue. 

3. Feltex Insole—Felt fibre compound ...absorbs perspiration ... keeps 
foot dryer, cooler and more comfortable...will not rot or crack. 


4. Specially Compounded Sole—Very durable ...exceptional floor grip- 
ping qualities which mean faster and more accurate floor work. 
Right now there is a big market for athletic shoes in your terri- 
tory. Place an order with the nearest ‘‘U.S.’’ Branch or wholesale 
distributor, and do a big winter business by selling genuine 
Keds, with the name Keds on every shoe. 


United States Rubber Company - 








Meteor, a feather- 
weight for 
basketball 














Diana, very for 


women’s athletics 
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Seasonable Window Displays 


Rubber, and canvas 
soled rubber shoes, also 
felt, footwear featured 
strongly in these trims. 
For top window trim, 
“brickwork” paper,~-0b- 
tainable at any os 
tionery store, artificia 
snow, and cardboard 
figure of Santa Claus 
may be used 


Window above is effec- 
tive with miniature 
tree, trimmed with ar- 
tificial snow — or tiny 
strips of silver ribbon. 
Note the great variety 
of merchandise which 
* can be grouped around 
tree 


These windows designed by the United States Rubber Co. 


There Is No Limit to the Beautif ying 
of Store Windows 








In window below, a sil- 
ver background would 
be effective. Try tin 
foil, if silver cloth is 
not available. Good 
chance to feature over- 
shoes, canvas rubber 
soled shoes, and felt 
slippers 


In window at bottom 
of page, the draped 
background idea is 
used. Red silk or sil- 
ver cloth might be ef- 
fectively employed. Or 
try plain blue paper, 
with snowflakes made 
from tiny bits of white 


per ted thereon. 
Tin foil helps to give a 
wintry “atmosphere” 


and first shown in New York 
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The Sign That Says 
“Come In and Buy” 


At opportune hours of any of the twenty- 
four you can make your store front say 
“Stop—Here Is Quality Service—Come In 
and Buy.” 

Dignified boldness by day and pleasing 
brilliance by night—that is why Flexlume 
signs compel favorable attention—attracting 
trade from near and far. 

Maintenance cost surprisingly low. A 
permanent sign—the result of 15 years of 
quality sign manufacturing experience. 

Write now for literature and photoprints 
showing how Flexlume can also profitably 
serve you. 

We also build exposed lamp and other 


types of electric signs for those who 
prefer or require them. 





FLEXLUME CORPORATION 
1220 Military Road Buffalo, N. Y. 
Phone “Flexlume”—All Principal Cities 


Factories also at Detroit, Los Angeles, Oakland, Calif., and 
Toronto, Canada A 











Latest Style French Toe 
with Spring 


Retails at $8 to $9 


Construction is solid leather 
throughout. Heavy single sole 
with spaded inside and outside 
trim. Uppers imported tan 
calf. 





“Here is the way they look 
in the pair” 

Note the extremely high 
lustre. It will appeal to your 
customers. We wish to empha- 
size, too, the thought and care 
given to fittings. Our line is 
complete, with desirable and 
dependable shoes. This is one 
of the outstanding values. 


Made to Order—Prompt Deliveries 


SCHWARZ-RUGGLES, Inc. 
BROCKTON, MASS. 
New York Office: Marbridge Bldg. 
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Try a Perpetual Inventory 
on Your Rubber Stock 


A System That Tells “Where One’s At 


HEN a merchant selling 
W me= and canvas rubber 

soled shoes, way up in the 
five figures each year, puts his O.K. 
to a perpetual inventory system, it is 
surely worthwhile passing along. 
Through this system he ‘says that 
he is always able to know instantly 
just how many pairs of a certain 
style he has in stock, how many on 
order, when they are promised for 
delivery, and just how fast the stock 
is moving. He says that he recently 
put this system to the “acid test” of 
. an eleven months’ check-up against 
actual stock and found that by these 
little dots and dashes he was only 
three pairs out of the way on a cer- 
tain line of which he had sold over 
1700 pairs. He has proved that this 
system is a big labor saving and big 
worry saving device and that it 
can be used with as much success 
by the small as by the big merchant. 
These rubber shoe perpetual inven- 
tcry cards can be kept in the same 
rack as the cards for the other lines 
of shoes sold, or separately. 





1107 





Converse Rubber Co, 


We are presenting herewith the 
first, or- upper half, of the perpetual 
inventory card—just the way it 
“looks up” from the above-mentioned 
merchant’s files. This card meas- 
ures 81% inches across and is 6 
inches high. The lower half, which 
we shall show in another issue, be- 
comes the last page, when folded and 
in the file. This is used for memos 
as to dates of orders and receipt of 
goods. 


HE card shown herewith, taken 

at random from the files of the 
above-mentioned merchant, has a 
model number in the upper left- 
hand corner—then the manufac- 
turer’s name. There are spaces 
here for four months’ listing. The 
“S” noted in the column at the ex- 
treme left refers to a narrow width, 
and sizes here start with 314, as 
noted in the column running verti- 
cally at the extreme left. At the 
extreme, right is a space which can 
be used for any memoranda which 
the merchant wishes. It will be 





noted that the spaces in each of the 
four top columns contain lines for 
the date of order, the order number, 
the date wanted, the number of pairs 
ordered, the cost and the amount of 
order. 


HEN the merchant gave his 

initial order he made a little dot 
in each of the squares beside the size 
ordered—one dot for every pair on 
every size ordered; they looked just 
like. the small dots in the center of 
the card. When these goods came 
in each dot was extended to make a 
line, like the figure 1, filling the 
entire square. As these shoes were 
sold, a red line was drawn through 
the black figure 1. On the reverse 
of the card herewith and on the 
upper half of this reverse are addi- 
tional widths and sizes checked with 
dots, lines and red intersecting lines, 
continuing the listing. On the bal- 
ance of these cards, which we shall 
show in a later issue, the other 
workings of the system will be 
clearly indicated. 








BOOT AND SHOE RECORDER December 12, 1925 


SPRING SHADES 
of 
COLORED KID 


.178 BOIS de ROSE 
. 154 CARAMEL 
. 40 PARCHMENT 
.158 SAUTERNE 
. 164 BLONDINE 
. 233 ASCOT TAN 
21 GOLDEN BROWN 
31 OPAL GREY 
26 PEARL GREY 
. 264 TITIAN 
BLUE ROYALE 
81 F.B.&C. WHITE GLAZED KID 


The merit of F. B & C. Kid will best 
be realized when seen in the shoe. 


AMALGAMATED LEATHER Cos. INC. 


315-317-319 Arch Street, Philadephia, U. S. A. 
Factories: WILMINGTON, DEL. 


When writing to advertisers please mention Boot ann SHOE RECORDER 
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Hitting the High Spots in 
Shoe Retaildom 


Merchants Pushing Holiday Merchandise and Preparing 
for New Season; 1925 a Good Year, but 


CHICAGO 
Fancy Sport Hose In Demand 


If the stylists are to be relied 
upon, Mr., Mrs. and Miss Chicago 
shall be decked this winter in hosiery 
that is striped and plaid and clocked 
to the content of cross word puzzle 
experts, color faddists and those 
addicted to the bizarre in every- 
thing. The men, the women and the 
maids are buying sport hose— 
woolen hose with all the fantasy of 
a Jacobs coat for color and pattern, 
and the idea seems to be growing. 

Along with it has come a natural 
demand for oxfords. High heel ox- 
fords, low heel oxfords—plain and 
fancy ones in tans and blacks and 
patents, but oxfords—two eyelet ties, 
three four and five eyelet ones. 

I. Miller has a window full of 
them. Foster is showing them. 
State Street has taken to them with 
a rush and the public—well—there’s 
a few of them on the street but more 
of them in the windows. 


“Charleston” Slipper Good 


The mild weather—nippy weather 
—cold weather and little snow is no 


doubt the cause for the demand and . 


there’s some wonder as to whether 
the new fad will not mark the be- 
ginning of a divorce of milady’s feet 
from the cumbersome and unlovely 
—though very useful galosh—of the 
last three years. 

O’Connor and Goldberg are fea- 
turing the new clocked and patterned 
hose and the little “Charleston” slip- 
per with the snubbed nose and saucy 
tie and the demand is good. 

Charles Stevens have _ surely 
“pulled” a new one on the public in 
a “hairy” calf pump. The soft hair 
has been left on the calfskin and 
treated and brushed to a fine glossy 
sheen—very much like satin. The 
new shoe is shown in white for eve- 
ning wear and in tan and black for 
street purposes. Surely it marks 
the limit in faddism in material for 
a lady’s foot. 


1926 Promises to Be Better 
























Martin and Martin are featuring 
a one strap model with a skeleton 
shank with braided leather and 
buckle ornamented strap in saffron 
ooze, black satin and black ooze of 
a pattern similar to those vampless 
models of the early summer—with 
little but quarter and toe—to mark 
it as a foot covering. It is beauti- 


CHAS : A: STEVENS :& : BROS 


‘Pumps of 
HAIRY CALE/KIN 


Strike a New Footnote 
Sixteen Fifty 

A distinctly new leather — unfinished alf— 
fashions these spike bee] pumps. The short 
hair remaining on the leather gives it a rich 
glossy finish very similar to satin. Narrow 
bindings of finished lf give a soft sccent. 
_ Shown in White for evening and in Brown 
and Bleck for daytime wear. 


SHOES @ FIRST FLOOR © WABASH 





The latest in “stunt” leathers—calf- 
skin tanned with the hair left on and 
then brushed until a silken sheen is 
imparted to the hair. Advertised by 
Chas. A. Stevens & Bros. of Chicago 





fully tailored with a high 20/8 spike 
heel. 

Trade generally has been better 
in the past week. Just preceding 
Thanksgiving the buying was ex- 
tremely active but subsided some- 
what immediately after. Stocks are 
generally in a good condition how- 
ever and few of the buyers are 





greatly bothered by the last few 
weeks’ dull business. Tans are good 
but not especially active. Black sat- 
ins and patents still are carrying the 
lead position with pumps models the 
active favorites. 


Biggs and Hubbard Open 
New Store 


Biggs and Hubbard have opened a 
new and exclusive men’s store in the 
new Hotel Sherman Annex that is 
known as Billy’s Shoe Store and are 
specializing in men’s seven dollar 
footwear. The new store is prob- 
ably one of the most attractive and 
uniquely decorated stores in the loop 
and opens onto the main foyer and 
dining room balcony of the hotel. 


J. M. Knowles New Buyer at 
Wieboldts 


J. M. Knowles has succeeded L, F. 
Brown as women’s and children’s 
buyer for the Wieboldt Stores. Mr. 
Knowles has been an assistant buyer 
for the Wieboldt organization for 
several years and his friends are 
unanimous in their expression of 
congratulations on this recognition 
of his abilities. Mr. Brown left the 
Wieboldt Stores to organize a small 
chain of shoe stores of his own in 
Chicago, the details of which are not 
yet completed. 


BOSTON 
Slippers Strongly Featured 


This city has made a strong ap- 
peal to the Christmas shopper 
through slipper displays. In booths 
and on tables, in windows and in 
display cases, slippers appear in a 
wide variety of materials and pat- 
terns—for the whole family, too, 
from baby up to the largest size in 
men’s felts or leathers. 

The heavy rains of the past week 
moved a great many rubbers and 
overshoes. Trade held up _ well. 
Although men’s high shoes have 
been advertised by many of the 
stores, the largest number of sales 
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continue to be made on the low shoe 
numbers. 


Attractive Slipper Booth 


One of the most attractive wift-' 
dows and interior displays was that 
of the Shepard shoe department. 
The window was trimmed. with 
drapings of red, a silvered pine cone 
panel on a sparkling red _back- 
ground; and none but red and blue 
slippers were featured. At the side, 
the children’s numbers. wére brought 
into greater prominence through the 
use of two or three white woolly 
dogs. 

Inside, a large booth, with its 
slantig roof of “blue sky” paper 
dotted with artificial snow flakes, 
and red trimmed columns, called the 
atterition of the shopper to the mer- 
chandise. Smoking slippers of fancy 
gold metallic cloth, or suéde or satin 
in various colors, or black with gay 
linings, and little envelopes of the 
same material into which they were 
folded, were among the new features. 


» New Line for Fred’k. W. Dow 
Leather Co. 


BostoN—The -Fred’k W. Dow 
Leather Co., 176. Lincoln Street, 
Boston, has been appointed ex- 
clusive sales agent for the Norris 
Leather Corporation, Sparrowbush, 
N. Y., manufacturers of a high 
grade line of patent colt. The 
Fred’k W. Dow Leather Co. will 
market the entire output of the 
Norris Leather Corporation and, in 
order to insure the proper distribu- 
tion of this leather, will appoint sub- 
agents in the leading shoe and 
le.ther markets of the United States 
and foreign countries. ; 


ROCHESTER 
Merchants Expect Big Xmas Trade 


Local shoe merchants report a 
very satisfactory business during 
the first five-days in December and 
are looking forward to a real volume 
of Christmas business. The spotty 
conditions of business which were so 
much in evidence during the early 
part of November are now reported 
to be past and instead of the recent 
one day rush, followed by no busi- 
ness, conditions have now settled 
down to a more steady basis and the 
outlook for a record pre-holiday 
business is very encouraging. 

The demand for shoes continues to 
improve and early winter conditions 
have stimulated the demand for 
galoshes, Zipper boots and all types 
of rubber footwear. 


Gift Items Stressed 


Holiday items are already’ being 
featured by local shoe stores.and the 


early demand indicates that the 
Christmas business should be of rec- 
ord volume. The demand for buckles 


ahd all types of shoe ornaments has 


been ‘capitalized by the local mer- 
chants who are featuring buckles as 
Christmas gifts. 

Wm. Eastwood & Son Co. are also 
‘featuring skating shoes and riding 
boots, and during ‘the past week have 
had a window display of sport 
sweaters and bath robes and slipper 
sets which they suggest as suitable 
Christmas gifts. 

Mr: Gies, advertising manager of 
the Eastwood stores, states that they 
have felt for a number of years that 
the shoe merchant did not get his 
share of the Christmas business, and 
to stimulate interest on the part of 
the public in purchasing gifts in a 
shoe store they added the sweater 
and other lines which fitted in well 
in the hosiery department, and 
stimulated interest in their hosiery 







Important New Orleans 
Decision 
Customer Can’t Claim Dam- 
ages for Tight Fitting Shoes 


“Shoe dealers are .not re- 
sponsible for damages if the 
shoe you buy pinches your 
feet or is not satisfactory 
otherwise,” is * the ruling 
handed down by Judge E. K. 
Skinner in the Civil District 
-Court of New Orleans, Nov. 28. 

Judge Skinner denied the 
petition of Abraham Silk for 
damages against the Crosset 
Shoe Store of New Orleans 
amounting to $2,196 and sus- 
tained a plea of no cause of 
action filed by the shoe con- 
cern. 

“This plea set forth that the 
‘implied warranty of a dealer 
in merchandise does not cover 
personal injury of any sort,’ 
and was sustained by Judge 
Skinner. Silk alleged one of 
the shoes caused his foot to 
swell. 






























as well as being profitable merchan- 
dise to carry in themselves. 


PHILADELPHIA 
Good Prospects for Holiday Trade 


Prospects are exceptionally good 
for a satisfactory holiday business. 
Sales generally are reported to be 
fully up to the average of those of 
a year ago. Orders for holiday 


goods are for quick delivery, indi- 
cating depleted stocks. There is said 
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to be a fair amount of leather mov- 
ing. The cotton yarn trade at pres- 
ent is ina better condition than for 
some time. The electric supply bus- 
iness is picking up and the, total to 
date is slightly in excess of the sales 
value for 1924. . 


Retail Shop Featuring Colors 


One of the large retail shoe shops 
here recently featured a sale of 
pumps at $8.50. The lot included 
patent leather, black satin, tan Rus- 
sia, blonde kid, gray kid, and gray 
ooze in step-ins, pumps, one-straps, 
cross straps, and gores. Another 
shop featured an opera pump in 
patent leather or black suéde at 
$5.85, gore pumps with unusual per- 
forations in patent leather, black 
satin, or black suéde at $5.85, a tan 
brogue oxford, blucher style, with 
wing ‘tip, low heel and rubber heel 
attached at $4.90, and a two-strap 
pump of patent leather with Cuban 
heel, rubber attached at $4.90. An- 
other store offered footwear for the 
whole family at prices which ranged 
from $1.15 to $5.95. The lot includ- 
ed women’s low shoes, boudoir slip- 
pers, children’s shoes, misses’ shoes, 
growing girls’ shoes, men’s oxfords, 
and boys’ and youths’ shoes. 


ST. LOUIS 
Good Increase in November 


Practically every retail shoe mer- 
chant in the downtown shoe belt en- 
tered the first week in December 
jubilant over his prospects. He was 
encouraged in this optimism by the 
splendid increase made in Novem- 
ber. 

The last three days of November 
brought unusual activity and shook 
business out of-the doldrums. One 
large department. store manager 
says that these three days were re- 
sponsible for making his November 
increase far larger than he had an- 
ticipated. 

One interesting style note has 
been the sensing by operators of a 
tendency to shift away from pumps 
toward straps. True, there is no 
wide differential as yet, but, if fol- 
lowed through, it will verify the 
opinion of many that the early 
spring selling will find more straps 
than pumps. 

Higher Heels Predicted 


The manager of one of the finest 
stores stated that in their grade the 
call for straps as against pumps was 
rather definite. Also higher heels 
seem to be gaining in prestige, and 
this, too, is one of the predictions of 
spring that they will scale heights 
not seen in some time. : 

The present style trend is strong- 
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Selling in Detroit 





“This particular number has been 
next to the best selling shoe we have 
in stock. Our number named “Varsity” 
hes outsold the Punt entirely, due to 
bing a little more extreme toe. 

We have been having a great many 
calls the last few days for black Scotch 
gain and Norwegian calf. There seems 
tc be a demand among the younger 
ciass—by that I mean the high school 
s‘udents—for this Punt last. 

We are enjoying a very wonderful 
business here, and no doubt you have 
heard about Santa Claus and his six 
reindeer which are drawing thousands 
aid thousands of people to our store.— 
L. J. Dillon, Dept. 313, Newcomb-Endi- 
cott Co., Detroit, Mich. 


l’ in favor of tan calf oxfords of the 
wide toe, blucher pattern type. Low 
heels, of course, are almost exclu- 
sively wanted. 


Healthy Factory Production 


The report just issued by the 
Eighth District Federal Reserve 
Bank on general business conditions 
says, in discussing the shoe indus- 
try: 

“October sales of the 11 report- 
ing interests were 13.2 per cent 
below those.of the same month in 
1924 and 8.8 per cent larger than 
the September total this year. There 
was the usual seasonal reduction in 
orders, but production continues at 
the recent high levels, factories oper- 
ating at 92 to 98 per cent of ca- 
pacity. The demand for men’s 
shoes is reported active and, as has 
been the case for the past several 
months, stress is being laid on nov- 
elties and style shoes. Prices of 
finished goods showed no change 
during the month and the trend of 
raw materials was _ irregular. 
Marked improvement was reported 
in the movement of rubber footwear. 
The total number of pairs of shoes 
manufactured in the district during 
October was 13.7 per cent larger 
than that of the preceding month 
and for the country as a whole Octo- 
ber production exceeded that of 
September by 4.5 per cent.” 


Rice-O’Neill Shoe Co. Joins 
Association 








Rice-O’Neill Shoe Co., one of the. 


recently organized manufacturing 
firms of the city, was admitted to 
membership in the St. Louis Shoe 
Manufacturers and Wholesalers’ 
Association at its last meeting. The 
specializes in women’s 


company 
McKays. 
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DETROIT 
Slippers Sell Well 


The cold weather has brought 
into evidence house-slippers of 
various kinds, while some stores 
are displaying Christmas _ slip- 
pers inviting early sales. At the 
Walk-Over store the window dis- 
play is rather unique. All around 
the display space, close to the glass, 
there is a row of Christmas slip- 
pers, set as near each other as pos- 
sible. Behind these on the floor of 
the window and on stands is posed 
the usual display of footwear. 
Other stores have tables on which 
Christmas slippers are displayed so 
that customers to the departments 
can see some of the early offerings. 
These were shown before Thanks- 
giving which is earlier than usual. 

There are a number of sales be- 
ing held, but these are of minor im- 
portance and not store wide. At 
Carrington’s, Inc., all satin slippers 
were offered for one week at a 
straight reduction of 20 per cent. 
This was to reduce a heavy stock. 
At Fyfe’s Thanksgiving Sale of 
men’s shoes was held when 1823 
pairs of shoes values up to $12 were 
offered at $6.85 a pair. Hudson’s 
held a November Disposal of 
Women’s Fine Footwear with 1987 
pairs included at $4.45, $7.45 and 
$9.45. This firm does not advertise 
comparative prices leaving it for 
the public to see the real values 
offered. Crowley-Milner’s offered 
15,536 pairs of women’s shoes at 
$2.29, $3.25 and $4.45. Heyn’s held 
a Choice of the House Shoe Sale 
when all of their stock, some priced 
formerly at $12 were offered at 
$3.95. 


Ruby to Open Juvenile Store 


Alfred J. Ruby, Inc., will open a 
Juvenile Boot Shop in the Women’s 
City Club Building, corner Park 
Place and Elizabeth, about Dec. 15, 
with Clyde Horning, who has spe- 
cialized in children’s shoes for the 
past twenty years in charge. 


C. K. Taylor With Fyfe 


The vacancy made in the man- 
agership of the children’s depart- 
ment of R. H. Fyfe & Co., when R. 
H. Barnum, treasurer of the com- 
pany, who has been in charge for 
the past two years, resumed his 
former place in the office, has been 
filled by Clyde K. Taylor. Mr. 
Taylor is well known in Detroit, 
although he comes from the Stone 
Shoe Company, Cleveland, to as- 
sume charge of the children’s de- 
partment, where for the last three 








years he has had charge of a sim- 


89 








ilar department in that establish- 
ment. Mr. Taylor was once in the 
employ of the Fyfe firm, leaving to 
take charge of the old Lindke busi- 
ness which was later sold to the C. 
H. Baker Co. Mr. Taylor is one of 
the few shoe men who have had the 
honor of being president of the De- 
troit Retail Dealers’ Association. 


Promotion for J. A. Zahn 


J. A. Zahn has been appointed 
manager of the third floor women’s 
shoe department of the Newcomb- 
Endicott Co. Mr. Zahn has been 
for the past eight years with the 
Thomas G. Plant Co., coming from 
Cincinnati to his present position. 


Ralphs, 1526 Woodward Avenue, 
advertise a close-out of their en- 
tire stock, including the Barriemore 
shoe department stock. 


SAN FRANCISCO 
Retail Trade Brisk 


There is every indication that De- 
cember will be a splendid month for 
the retail shoe trade of San Fran- 
cisco, both among the exclusive 
shops on Geary Street and the me- 
dium price and chain store establish- 
ments on Market Street. Shoes, 
hosiery, bedroom slippers, mules 
and buckles are changing hards in 
quantities gratifying to the mer- 
chant, especially since prices are 
well stabilized and there is no neces- 
sity of offering a price inducement 
to the customer. 

The heaviest buying of shoes for 
street wear is still in black satin and 
patent leather, but the demand is 
growing steadily for shades of gray 
and beige. Shops catering to the 
exclusive trade are, without excep- 
tion, showing cleverly designed 
special models in gray suéde, kid 








Selling in Oklahoma City 





The “Elite” pattern went over good. 
However, it is not a shoe that we 
will be. ony ond it looks as though it 
ea colored season, particu- 
larly in kid skins in short vamps — 
rounded toes. We anticipate that 
will lead for early selling, f 
with strap effects.—The Booterie, Oklen 
homa City, Okla. 
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and satin, and report a fair turn- 
over. The medium price people, too, 
feel this demand for gray. How- 
ever, they are somewhat handi- 
capped in filling it, since production 
in gray is limited and this has a 
tendency to pitch prices a trifle 
higher than the middle class buyer 
is willing to pay. 


Added Profit in Fancy Heels 


While gray and beige appear to 
be the coming colors, here and there 
one sees colors and materials for 
which one would not imagine there 
is enough demand to warrant their 
display. Noticeable among this 
group are several models in bronze 
kid shown by the shoe department 
of The Emporium. The lines are 
very good and a second unusual fea- 
ture of these pumps is the bronze 
beads which edge the small bows or 
trace out designs on the vamps. 

Slippers for evening wear—kid 
and cloth in gold and silver; velvet 
and satin in pastel shades and with 
silver or gold appliqué, are selling 
very well. Fancy heels to go with 
these slippers are also a source of 
profit to the merchant who did his 
buying with an eye to the artistic 
and unique. Novelty designs in 
footwear of this class find a ready 
sale with women who are always 
seeking something that is out of the 
ordinary. The Cinderella Slipper 
Salon on Geary Street, that rather 
specializes in created-to-order ideas, 
is featuring hand painted satins or 
patent leathers. The design, painted 
by hand on the vamp and heel, is a 
miniature reproduction of the pre- 
dominant motif in the trimming or 
material of the gown. Hand painted 
hosiery to match the footwear gives 
the completing note of harmony to 
milady’s costume. 


Men’s Business Satisfactory 


With practically 95 per cent of 
the shoe volume being done in plain 
pumps, buckles to finish these off 
naturally have. a correspondingly 
heavy sale. The buckle whose design 
displays artistry and originality and 
which represents a good value at a 
reasenable price has a wide sale, 
although the exclusive shops report 
a fair volume in costly and expensive 
buckles. 

Business in men’s footwear is 
generally satisfactory, with all 
shades of tan leading the demand. 
The shoe stores carrying men’s as 
well as women’s hose find that busi- 
ness holds up nicely for this mer- 
chandise, with quite as many women 
buying hose for men as men pur- 
chasing for themselves. 


NEW YORK 
Retail Business Steady 


Three is little complaint concern- 
ing the retail shoe business in New 
York at present. While no boom is 
on, the volume of business on regu- 
lar merchandise is steady and in 
addition to this the local shoe mer- 
chants appear to be cashing in more 
strongly on gift merchandise than 
has been the rule in previous years. 

High style shoes are in good de- 
mand. There has been a rather 
strong trend recently toward fancy 
oxfords and merchants now expect 
this style to carry through to the 
spring. Among the newest oxfords 
are tan alligator, the genuine arti- 
cle, or the suéde finish calf alligator. 
Blond alligator is being shown in 
fancy oxfords by John Holden of 
Oppenheim, Collins & Co. 


Gypsy Pattern Revived 


The Winkleman store on Forty- 
second Street has sprung a new one, 
or a revival of an old one, in a gypsy 
type pump. This shoe has the gypsy 
center seam with a small tongue 
which is crossed by two small straps 
which run back to the collar of the 
shoe. The straps fasten with gilt 
harness buckles, placed slightly off 
center. In other quarters the gypsy 
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Here’s the official badge to be 
worn by delegates to the 1926 
N.S. R. A. convention 


shoe is being given earnest consider- 
ation. 


Color in Shoes 


Cammeyer, Thirty-fourth Street, 
is running strong to color in foot- 
wear. The demand for this type is 
strong, according to Percy E. Hart. 
The color is introduced in pastel 
shades of green, blue and tan on the 
light overlay. straps on_ step-in 
pumps. One fancy oxford with a 
patent vamp has a quarter and heel 
of pebbled blue leather. 

The Southern resort business has 
opened up well. According to A. 
Gabriel of S. Capezio, Broadway 
retailer, the demand from the South- 
ern resort trade so far has been 
centered on plain white kids, with 
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white trimmed with tan or black 
taking second place. 


To Nominate Officers 


At the December meeting of the 
Retail Shoe Dealers’ Association of 
New York, held at the Café Boule- 
vard last Tuesday noon, the follow- 
ing were appointed on a nominating 
committee to make nominations for 
offices in the association, to be voted 
on at the annual meeting next 
month: Percy E. Hart, Jesse Adler, 
Philip Friedman, M. Robertson and 
Samuel Pick. A. Gabriel, president 
of the association, has declared his 
intention of declining a renomina- 
tion owing to the pressure of per- 
sonal business. 

Some discussion took place con- 
cerning the Chicago convention and 
style show. An effort will be made 
to have the New York delegation 
make the trip in a body. Among 
those who have declared their inten- 
tion of going to the convention are 
John Slater, dean of New York 
shoe men, Jesse Adler and Percy E. 
Hart. 

CINCINNATI 
Black Shoes Still in Lead 

Although there are plenty of per- 
sons on the streets and in the stores 
in the Cincinnati district, the retail 
shoe merchants appear to be missing 
a large portion of the revival of buy- 
ing that usually takes place during 
the month preceding Christmas. 
This does not mean, however, that 
the shoe business in this district is 
not good, but merely that it is not 
showing the usual spurt that has 
been characteristic each month this 
fall. However, the month’s sales 
will compare favorably with last 
month’s and with the same month a 
year ago. 

Women are still showing an over- 
whelming desire to buy almost noth- 
ing but black patent leather or satin 
pumps and strap effects. Business 
in oxfords and southern ties is re- 
ported rather good by all merchants. 
Gold and silver kids and white 
satins for dyeing are the outstand- 
ing choices for evening wear. D’Or- 
say pumps are the biggest sellers, 
but many merchants report a fairly 
brisk business in regents and gore 
pumps, with a fair sprinkling of 
opera styled pumps. 

Men are buying tan low cut shoes 
with broad toes and leather heels, 


‘although blacks and high shoes are 


showing some activity. 

All merchants reported large sales 
in Christmas slippers. In fact the 
sales in this line of footwear were 
the most active during the last week 
and it was forecast this would con- 
tinue to increase until the holidays. 
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Ideas and News from the 
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Manutacturers 


BROCKTON 
Big Brockton Showing at Chicago 


Lining up for representation at 
the National Shoe Retailers’ Asso- 
ciation Convention and Style Show 
to be held at Hotel Sherman, Chi- 
cago, January 7, 8, and 9, are more 
than 20 shoe manufacturing and 
kindred concerns from Brockton 
and the South Shore District. The 
new plan of holding the convention 
and style show at Hotel Sherman 
instead of the Coliseum is received 
with favor by members of the local 
trade and others. There will be a 
substantial representation from 
New England. Younger members of 
the trade have taken a prominent 
part in boosting the convention. A 
committee is making a systematic 
canvass of Brockton and nearby 
towns for exhibitors. Local con- 
cerns which have thus far made 
arrangements to show their lines at 
the convention in Chicago include: 
George E. Keith Co., W. L. Douglas 
Shoe Co., Churchill & Alden Co., 
Barbour Welting Co., Brockton 
Shoe Manufacturing Co., Dunbar 
Pattern Co., Field & Flint Co., Old 
Colony Shoe Co., Stone Tarlow Co., 
Inc., Conrad Shoe Co., Brockton; 
Edwin Clapp & Son, Inc., East Wey- 
mouth; E. T. Wright & Co., Emer- 
son Shoe Manufacturing Co., Rock- 
land; Rice & Hutchins, Inc., and 
C. B. Slater, Inc., South Braintree; 
Stetson Shoe Co., South Weymouth; 
Commonwealth Shoe & Leather Co., 
Whitman. 

E. Frank Quigley of the Conrad 
Shoe Co., represents Brockton on 
the New England committee. 


Removal of Little Shoe Plant 


A portion of the men’s welt de- 
partment of the A. E. Little Shoe 
Company, for several years located 
on Center Street in Brockton, has 
been removed to the Little Co.’s 
main factory in Lynn. The con- 
solidation of the Brockton and Lynn 
departments will, if plans develop 
favorably, be the beginning of the 
transfer of the entire Brockton 
plant to the Sorosis factory in Lynn, 





Swinging into Spring Stride 


and the making of men’s welts in 
that city. 


W. K. Gilmore Dies 


William K. Gilmore, treasurer of 
the Montello Heel Company of 
Brockton, died recently at a Boston 
hospital following an operation. He 
had been in failing health for 
several years, but had been attend- 
ing to business at the factory up to 
a few weeks ago. Daniel W. Field, 
a retired shoe manufacturer of 
Brockton, is president of the Mon- 
tello Heel Co. 


“To My Nettletons” 
(An Ode) 


Below is-an “Ode” written 
by Al Fox, the acter and au- 
thor, dedicated to his Nettle- 
tons, which he states were 
born in Detroit, Mich., in the 
indefinite past and died July 
15, 1925, at the Blue Lantern 
Inn, Lake Wamgumbaug, 
South Coventry, Conn.: 

Old shoes, it seems the time 
has come when we must 
part at last, 

Since you have been so close 
to me for many seasons 
past, 

I must suppress a sigh or two 
to see you old and worn; 

I do not freely give you up al- 
though you are all torn. 


I fear that I shall never find 
another pair, ’tis true, 
That e’er will cause as little 
pain, and comfort me as 

you; 

You stood by me from coast to 
coast, on tours—never 
brief, 

You’ve trod on stage, hotel 
and street without the 
slightest grief; 

But now the time has come to 
part, it grieves me, but it’s 
true. 


Alas! Those rocks at Waum- 
gumbaug were far too 
much for you. 








SYRACUSE 
Men’s styles for Spring and 
Summer 


Permanency in style develop- 
ment has now become the potential 
factor in the creation of shoe 
models as shown in the opening of 
the spring, 1926, line of the A. E. 
Nettleton Co. 

Representing a total of 250 
styles, the new spring line has been 
created on the basis of this prin- 
ciple, with the result that the de- 
mands for the better grade of foot- 
wear are increasing. The line is 
divided into three groups, embrac- 
ing every day or streetwear shoes, 
sportswear and dress shoes. Fully 
90 per cent of the line is composed 
of oxfords, with high shoes con- 
fined to staples, tan and black kid, 
and heavier types for special wear. 

The colors predominating for 
spring will be medium light tan 
and brown. The tendency seems to 
be for a somewhat higher heel rep- 
resenting a height of 1% inches. 
This new tendency is shown in two 
new lasts which they have evolved, 
incorporating also the medium toe. 
In the better grade shoe there is a 
distinct reaction away from the ex- 
treme or balloon toes toward the re- 
ceding toes in which is incorporated 
the fitting qualities of the broad 
last, but retaining the lines of the 
custom-made shoe with a receding 
toe. There is also a moderate dis- 
play of perforations, which is per- 
haps somewhat more accentuated 
this season but not exploited to the 
extent of the cheaper lines. 

In their sportswear line, which 
they are exploiting now to a greater 
degree than heretofore, they are 
showing a wider variety of styles 
and patterns. Sportswear styles 
are invariably selected by sections; 
hence the types are diversified. One 
of their newer developments for the 
season is white calf or buckskin 
with various contrasting leathers 
having a skeleton treatment and 
tip. It has a %-inch band for 
foxing, wing tip, binding around the 
top and is perforated. The soles 
are of leather and as a sports type 
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is an extremely attractive shoe. 
For dress wear they are showing 
the patent leather artd dull calf. 


PHILADELPHIA 
Factory Situation Spotty 


Conditions among the shoe man- 


strap effects though there is also 
some business in oxfords. This fac- 
tory is being operated to its capacity 
and reports that, with the excep- 
tion of the cost of the fancy woven 
patterns, prices remain unchanged. 
There has likewise been no change 
in raw material quotations. 


ufacturing plants here are said to 


be spotty. The average plant is 
being operated from 50 per cent to 
75 per cent capacity. There are one 
or two which are running full but 
they are exceptions to the general 
situation. Most of the work on the 
old orders has been completed and 
new business is coming in very 
slowly. Black prédominates among 
the old orders, while sprinkled 
through the new business which is 
coming in is quite a bit of colored 
kid. Various opinions are held 
about the extent to which fancy 
patterns will sell this spring. Some 
manufacturers think that along 
with the demand for colors there 
will be a tendency towards ap- 
pliques, colored trims, cut-outs and 
other elaborations. Others are of 
the opinion that the plainer effects 
will dominate the situation. It is 
not felt, however, that severely plain 
footwear will be in vogue, the de- 
mand being rather for a happy 
medium between strictly plain ef- 
fects and the extreme elaborations 
of the past: 


Selling Tan High Shoes 


The A. S. Kreider Co., is selling 
quite a few tan side and tan calf 
high shoes. There is some call for 
oxford ties and some for black, but 
the demand for them is merely in- 
cidental to the business in tan high 
shoes. There is especially good 
business in growing girls’ high 
shoes. Strap effects are quiet. Pat- 
terns are plain and there is no busi- 
ness in colors so far as this firm 
is concerned. There has recently, 
however, been quite a run on com- 
binations for children of a patent 
leather vamp and field mouse top. 

_Prices show no changes. 


Factory Still Making Woven Shoes 


One of the prominent factories 
here is still making woven shoes of 
colored kid with high heels. There 
is also some demand for morocco 
in these fancy woven shoes. They 
have ankle straps and, as they are 
made by hand, are rather expensive. 
In addition to this sort of footwear 
this factory is making staple shoes 
of black and tan. They are for the 
most part of patent leather and 
Norwegian and Russia calf. The 
bulk of these staples consists of 


Manufacturer Reports Demand for 
Colors 


One prominent manufacturer of 
women’s footwear of the better 
grade reports that while black is 
still selling well there is also good 
call for colors. This call for colors 
is expected to grow stronger as the 
season advances. It is not thought 
likely, however, that the call for 
colors will replace that for the 
blacks. So far as the colors are 
concerned, there is fair demand 
for the tan shades, for blonde, and 
for grays. The blacks consist very 
largely of patent leather with a 
little call also for satin. Patterns 
are no more fancy than they have 
been for some time. Prices on raw 
stock and on footwear continue to 
hold their own. 





Wears Speedy Shoes 


When Red Grange steps out 
he wears a size nine, Charlie, 
in Nettleton’s Scotch-grain 
Oxfords on the Buckminster 
Last. The last word in 
speed, says H. W. Cook of 
A. E. Nettleton & Co. 


HAVERHILL 


Three-Year Working Agreement 
for Haverhill Factories 


Committees representing the 
Haverhill Shoe Manufacturers’ As- 
sociation and the Shoe Workers’ 
Protective Union, have completed 
a working agreement for Haverhill 
shoe factories to cover a period of 
three years, effective Jan. 1, 1926. 
Provision is made for protection 
against strikes and walk-outs, also 
for union recognition. A _ local 
board of arbitration will act on all 
matters of prices and factory condi- 
tions. Wages will be subjected to 
annual arbitration by a board which 
have final authority on all ques- 
tions. This board will be composed 
of one representative of the manu- 
facturers, one of the Union, and a 
third member to be chosen by these 
two. In case of disagreement the 
third member is to be chosen by a 
group of Haverhill citizens. For 
nine months of the year working 
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hours are 48 a week, or five and a 
half days. For the months of June, 
July and August, the working hours 
are to be 45, making a five-day 
week. The present wage scale con- 
tinues in effect from Jan. 1 to Dec. 
81, 1926. There is to be no work in 
Haverhill shoe factories on any 
of the legal holidays observed in 
Massachusetts. 


Haverhill Men in Maine Concern 


U. L. Staples, formerly of Collins 
& Staples, Haverhill manufacturers 
of women’s turn shoes, and F. J. 
Thompson, also formerly a Haver- 
hill shoe manufacturer, are now 
members of the Lewiston Slipper 
Company, Inc. This concern has 
leased recently factory space in 
Lewiston, Me., where women’s turn 
comfort shoes at popular prices will 
be produced for the wholesale 
trade. Officers of the company are: 
President, U. L. Staples; vice- 
president and general manager, M. 
S. Carson; treasurer, F. J. Thomp- 
son. The corporation is capitalized 
at $10,000 and the business is now 
under way. 


Shoe Firm Makes Trial Agreement 
with Employees 


B. E. Cole, Inc., shoe manufac- 
turers of Haverhill, will, beginning 
Jan. 1, operate their plant under 
a trial agreement with the Shoe 
Workers’ Protective Union. This 
plan, which was approved by the 
shop’s crew, gives the concern 
authority to adjust all its differ- 
ences, with respect to prices. and 
labor conditions, with their em- 
ployees direct. This agreement will 
be effective for a period of six 
months. It is provided that if not 
satisfactory to either party during 
that period, notice may be given on 
or before April 1 to amend or an- 
nul, but if satisfactory, will con- 
tinue to January 1, 1927. This 
agreement eliminates the agents of 
the union from exercising any 
authority in the Cole plant except 
when the firm and its employees 
are unable to agree. It represents 
a new departure from the prevail- 
ing arrangement in Haverhill shoe 
factories. 


New Shoe Concern Incorporated 
The Modern Shoe Co. of Haverhill 


has incorporated under Mas- 
sachusetts laws to manufacture 
boots, shoes, and slippers. The in- 
corporators are Moses A. Movse- 
sian, Charles A. Movsesian, and 
Otis J. Carlton, all of Haverhill. 
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CINCINNATI 
Factories Busier 


Business among Cincinnati man- 
ufacturers is on the up grade, ac- 
cording to the heads of factories in 
this district. In fact, sé great is 
the present volume and expected 
volume of business that manufac- 
turers expressed fear that many re- 
tailers would be left in the lurch 
for the Easter trade unless they 
order for the spring immediately. 

According to the deductions of 
factory men, there will be only 
sixty working days from the first 
of January until Easter. This is a 
very short time in which to satisfy 
the demands of retailers if business 
continues to increase after the Holi- 
days in the same proportion as it 
has during the last few weeks, 
superintendents and heads of plants 
declared. 

Demands for styles still show a 
preponderance of black patents and 
satins, but all manufacturers are 
preparing for a swing to colors for 
spring. The tendency appears to be 
toward fawn and buff colors if the 
preparations of manufacturers in 
this district are indicative of what 
will be sold during the spring. 


* Colored Kid More In Demand 


“This has been one of the best 
business years we ever have en- 
joyed,” said Richard Stix, of the 
Julian and Kokenge Shoe Company. 
“Our business has exceeded that of 
last year by a satisfactory margin. 
We are feeling a demand for colored 
kids for the spring season. Of 
course, we cannot forecast exactly 
what is the trend until our sales- 
men return from the road.” 

“We have enough business to keep 
us very busy for many months to 
come,” said Jay Jaffe, veteran sales 
manager of the Roth Shoe Com- 
pany. “Our salesmen are on the 
road with a complete line of novelty 
shoes. Black pumps are the out- 
standing choices among our trade 
at the present time. Our patented 
band strap shoe is growing by leaps 
and bounds in the popular esteem of 
both shoe merchants and buyers.” 


Early Buying Urged 
“We are endeavoring to get our 


‘customers to send in their orders 


for spring business as soon as pos- 
sible in order that they will not 
get left for the Easter business,” 
Charies S. Faxon, secretary of the 
Cahill Shoe Company, declared. 
“We are stressing early orders be- 
cause of the short time from Jan- 





uary first until Easter. Our factory 
is now running to capacity and it is 
possible that if orders are too 
heavy after the first of the year, 
some persons may be disappointed. 
This haste is particularly necessary 
now since the trend seems to be to- 
ward colors in the spring and tan- 
ners do not keep a large supply of 
colored leather on hand. Much of 
the leather has to be prepared as 
orders are received. Our salesmen 
are on the road with new novelty 
shoes to meet the demand of the 
public for something new.” 

“Our plant is being kept more 
than busy filling orders which our 
salesmen are sending in, in in- 
creasing numbers every week,” said 
George Vollman, Jr., of the Voll- 
man Lawrence shoe company. “We 
concur in the opinion of other man- 
ufacturers in this district and all 
over the country for that matter, 
in the desire to have retailers 
order for the Easter season im- 
mediately so that they will receive 
their stock in time.” 


Milton Adler in California 


Milton Adler, president of the 
Julian Kokenge Shoe company, who 
has been in Hawaii for his health, 
has returned to the States and is 
now in California. He will return 
to his desk in the Julian Kokenge 
plant in two weeks. 


Lape Is in California 


H. N. Lape, vice-president of the 
Julian Kokenge Shoe company, who 
in company with Milton Adler, 
passed several weeks in Hawaii for 
his health, is now in California. He 
will remain there with Mrs. Lape 
until the first of the year when he 
is expected to return to his duties 
with the Julian Kokenge company. 
Officials at the plant say he is feel- 
ing fine after his sojourn in the 
warm climate of the South Seas 
and will be in fine shape to make 
the “fur fly” in the shoe business 
when he returns. His son, Harry 
Lape, Jr., has been serving Mr. 
Lape’s accounts during the latter’s 
absence. 


L. B. Cahill Ml 


L. B. Cahill, advertising manager 
of the Cahill Shoe Company, man- 
ufacturers of Cahill’s Catchy Crea- 
tions, has been confined to his home 
with la grippe. Mr. Cahill took 
ill the early part of the week and 
was forced to go to bed. He expects, 
however, to return to his work 
within ten days or two weeks. 
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ROCHESTER 
Outlook Extremely Bright 


The manufacturing outlook in 
Rochester is very encouraging. At 
present local factories are cleaning 
up on the year’s business and pre- 
paring for the New Year. The past 
Fall season has been the best that 
local factories have enjoyed for 
several years and everything indi- 
cates that the new year will see a 
marked increase in the production 
of both women’s and children’s 
footwear in Rochester factories. 

Salesmen for local children’s shoe 
factories who are now on the road 
are sending in a good volume of 
business for this time of the year, 
and the representatives of the 
women’s shoe factories who have 
gone out since Thanksgiving re- 
port that merchants are beginning 
to realize that it will be impossible 
for the factories to fill all the Easter 
orders on time if the business is not 
placed before the first of the year, 
and as a result considerable future 
business is now being placed and 
everything indicates that the vol- 
ume of orders will continue to in- 
crease. 

The new spring lines shown by 
the Rochester factories contain 
many new styles and patterns and 
local shoe manufacturers are con- 
fident that the trade will feel, as 
they do, that they are the newest 
and best styles that the Rochester 
market has shown. 

The outlook for 1926 is extremely 
bright and local shoe factories are 
looking forward to a banner year, 
feeling that the satisfactory busi- 
ness conditions of the country will 
bring real prosperity to the 
Rochester shoe market. 


LYNN 
Spring Preduction Under Way 


Cutting shoes for 1926 began in 
several Lynn factories last week, 
and deliveries will be made just as 
soon as the shoes are completed. 
Some buyers have heeded the advice 
to place orders for spring shoes in 
December, so as to give manufac- 
turers ample time in which to make 
them up. Other buyers are waiting 
for the January style shows before 
choosing and ordering their spring 
merchandise, and some Lynn man- 
ufacturers are gearing their fac- 
tories to high speed production 
methods so that they may quickly 
produce the shoes that may be 
ordered in January. Several firms 
are also making up quantities of 
shoes, and are putting them into 
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ferent from the familiar instep 
strap which comes up from the sides 
of the shoe. 

Peter Pan patches, fancy bind- 
ings and bandings, as well as ap- 
pliqués, are among the new designs, 
and one of the main ideas in these is 
to get a touch of color on footwear 
of otherwise modest tones to corre- 
spond with the new color trends in 
women’s apparel. 


ST. LOUIS 
Manufacturers Meet 


The regular monthly meeting of 
the St. Louis Shoe Manufacturers 
and Wholesalers Association was 
held Friday, November 27th. Much 
of the detail regarding the second 
Annual Pageant of Footwear Fash- 
ions was discussed and indications 
are that an even greater attendance 
will be present this year than last 
to witness the performance. 


stock, so as to fill orders for shoes 
to be delivered at once. 

Reports from three Lynn firms, 
each making a different grade of 
popular novelties, are in agreement 
on the general trend of styles for 
1926. These three firms report their 
materials as follows; patents, first; 
black satin, second; and colored 
kid, third—the colors of the kid be- 
ing chiefly of the light shades that 
are commonly known as blondes and 
grays. 


Pumps Best Bet for Spring 


Reports from these three firms 
are also in agreement on patterns, 
for they place pumps and step-ins 
first, the pumps being of the opera, 
Regent or D’Orsay styles, and the 
step-ins having gores in the throats; 
strap styles are still wanted, but 
demand for them is not as keen as 
it was; and there is some hesitation 
over tongue and buckle styles. 

These three reports are more in- 
dicative of the desire of many Lynn 
manufacturers for volume business, 
than of any distinctively new style 
developments. Many Lynn manu- 
facturers are down to a policy of 
seeking volume business in styles 
that are easy to make and sell. In 
short, they believe that merchants 
will stock more liberally, and will 
sell more pairs, if style develop- 
ment is kept on a basis of normalcy. 

Also, these three Lynn firms re- 
port that heels will be higher, and, 
in connection with this report, it is 
interesting to note that salesmen 
tell of shoe merchants who are dis- 
playing shoes heels to the plate 
glass in their windows, so that 
women will be impressed with the 

‘styles of heels. 


New Firm for Washington 
Avenue 


Scissors-Marks Shoe Company, 
Inc., have recently opened their 
new offices and sales room at 1327 
Washington Ave., where they oc- 
cupy basement, first and second 
fioors. They will do a jobbing busi- 
ness in women’s mckays, welts and 
turns buying much of their mer- 
chandise in St. Louis. The officers 
of the company all have had retail 
experience operating stores in 
either the down-town or neighbor- 
hood districts. The following are 
the officers: Jack Cohen, president, 
Wm. Marks, vice-president, Robt. 
Scissors, secretary and treasurer. 
Sol Fisher will be sales manager 
for the company. 


St. Louis Hood Branch Show 
Big Increase 


Black and Brown Suede 


Of course, there is an abundance 
of exceptions to the above report 
on general conditions. A lavish dis- 
play of Lynn styles, featuring gay 
and ¢heering colors, and new com- 
binations of colors, will be made at 
the style shows in January. New 
shoes, for January and February 
wear, are made of suedes, in black 
and browns, with tips, or saddle 
trimmings of alligator, or lizard, 
and heel coverings to match the 
trimmings of the tips. 

A pattern firm reports dressed 
up Mary Jane pumps, these to be 
made over pump style lasts, carry- 
ing heels 14/8 high, which is quite 
different from the familiar Mary 
Jane pump last; but the Mary Jane 
instep strap, which springs from 
the top of the back stay is retained, 
and it is a strap style that is dif- 


Wm. Springer, sales manager for 
the Southwest and Southeastern 
territory of the Hood Rubber Com- 
pany with headquarters in St. 
Louis, stated that his district would 
show at least a 100 per cent in- 
crease in sales this year over the 
Same period of a year ago. Having 
just returned from a trip through 
the South he found retail shoe mer- 
chants reporting business good in 
spite of the low price for cotton. 

A general conference of the sales 
force in this district will be held 
December 18th and 19th at which 
time the fifty-five salesmen travel- 
ling in this territory will be called 
into the St. Louis headquarters to 
go over the new line. Officials from 
Watertown will attend the meeting. 
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Hon. Carroll S. Page Is Dead 


Hon. Carroll S. Page of Hyde 
Park, Vt., statesman and calfskin 
tanner of national and international 
fame, died at his home Dec. 3, in his 
eighty-third year. When he retired 
from the United States Senate in 
1923 he was the oldest of any of his. 
associates in that branch of Con- 
gress. 

At one time Senator Page was 
credited with being the largest calf- 
skin dealer in the world—a business 
which he entered as a boy of thir- 
teen, in his father’s tannery. If the 
statesman-tanner had lived until 
Jan. 10, 1926, he would have rounded 
out 71 consecutive years in the in- 
dustry. 

It was said that to buy skins of 
Mr. Page was almost like buying 
Government bonds. So _ accurate 
were his descriptions of weight, 
value and quality that all uncer- 
tainty on the part of the tanner was 
eliminated. 

Another achievement was the 
founding and building up in his own 
home town of the largest bank of 
any country village in the world. 

He served as Governor of Ver- 
mont from 1890 to 1892 and was one 
of the “old guard” of New England 
Republican leaders... He was elected 
to the Senate in 1908. : 


J. J. Rardin Is Dead 


PORTSMOUTH, OHIO—Jared J. 
Rardin, treasurer of the Selby Shoe 
Co., has passed on. His death oc- 
curred on Nov. 23 at his home here 
after a few weeks’ illness as the re- 
sult of an automobile accident. Mr. 
Rardin was in his 77th year. He 
was born in Berne Township, Athens 
County, Ohio, Nov. 30, 1848. His 
mother was a sister of H. C. Selby, 
father of George D. Selby. 

Mr. Rardin was educated in the 
district school and the Bartlett 
Academy of that community. . In 
1870 he came to Portsmouth and be- 
came associated in the sewing ma- 
chine business with George D. Selby. 
Later he succeeded Mr. Selby as 
manager of the sewing machine 
business and still later, with S. O. 
Titus and others, organized the 
Star Shoe Co. of this city. A short 
time after this Mr. Rardin and Mr. 
Titus disposed of their interests in 
this company and became associated 
with the Selby Shoe Co. Mr. Rar- 
din was made treasurer and also 
head of the credit department of 
this great and growing factory, 
which responsible positions he con- 
tinued to hold with all efficiency to 
the end of his useful life. 
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New Orleans to Have New 
Pokorney Store 


NEW ORLEANS—The Pokorny in- 
terests of New Orleans, of which 
Ralph P. Levey is secretary-treas- 
urer, have just purchased the old 
Cassard property on the corner of 
Canal and Carondelet Streets, pay- 
ing a record price for New Orleans 
of $19,240 a front foot. In 1875 
this parcel sold for $80,000, while 
the Pokorneys just paid $560,000 
for it. . 

Mr. Levey is having the ground 
floor remodeled for a men’s shoe 
store, and as he plans to carry just 
three prices, $6, $8 and $10, is in- 
stalling three windows on Canal 
Street, where one grade will be dis- 
played in each window. 

He has planned small artistic show 
windows rather than one or two 
large ones. These windows are of 
the Gothic type, with leaded glass 
top and bottom. Two additional win- 
dows for the display of hosiery are 
set in the entrance. The store will 
hold 2824 pairs of shoes and will 
have a seating capacity of fourteen. 

A novel feature is that the shelv- 
ing on the Carondelet Street side, 
back of the show windows, is ar- 
ranged on pulleys. By this method 
the continuity of the interior is pre- 
served. When it is necessary to go 
into the windows the shelving may 
be raised, shoes and all, exactly like 
a window sash. 


Myer Lambert Dead 


RocKLAND—Myer Lambert, vice- 
president of Hurley Shoe Com- 
pany of Rockland, Mass., died re- 
cently at his home in New York 
City, following an illness of only a 
few days. Mr. Lambert, who was 
61 years of age, had been for many 
years prominent in the New York 
clothing and shoe trade, where he 
was owner of the Lambert Clothing 
and Shoe Stores. He was one of 
the incorporators of the Hurley 
Shoe Company, 25 years ago, and 
had during that entire time served 
as vice-president of the concern. 
Mr. Lambert was also president of 
the Hurley Shoe Stores of Massa- 
chusetts, treasurer and general 
manager of the Hurley Shoe Stores 
of New York. The funeral was 
held at the home of Mr. Lambert’s 
sister in New Haven, Conn. Messrs. 
John J. and William M. Hurley of 
the Hurley Shoe Company attended 
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88-90 Reade St. New York 


AUCTION TRADE SALES 
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Stylish Comfort Shoes 





Many dependable and 
profitable styles con- 


stantly in Stock. Send for latest price list. 
H. K. GARDINER CO., PITTSFIELD, N. H. 








DR. CAMPBELL’S 
HEALTH SHOE 


Ask for New 
Catalogue 


Powell & Campbell 
122-124 Duane St., 














EMIL RUBLACK 
Maker of Artistic 
Price and Sale Tickets 
Samples Mailed Free on 
140-142 WEST BROADWAY 
NEW YORK 


Ne. 250. $2.50 per 100 Established 1903 
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Cuban Shoe Market Now 
Negligible 

HAVERHILL — In former years 
Haverhill turn shoes were sold ex- 
tensively in Cuba. In fact, the 
Island furnished a big market for 
Haverhill manufacturers. One con- 
cern alone did a yearly volume of 
business to the extent of about $200,- 
000 with Cuban merchants. Speak- 
ing of the change which has taken 
place in this regard, one Haverhill 
manufacturer said: “Except on the 
very cheap or very high priced foot- 
wear there is no shoe market for us 
in Cuba. With the 33 per cent duty 
on foreign shoes, and with shoe fac- 
tories being established on the 
Island, there is little chance for 
Haverhill-made footwear. Women’s 
shoes which are being made in Cuba 
are of the cheapest kind, made by 
methods many of which have been 
discarded here. There is still a 
market for Haverhill-made shoes in 
Porto Rico, which of course is a 
United States possession, with pre- 
vailing conditions entirely different 
from those in Cuba.” 


Patent on Sport Shoe Spike 


BrocKTON—Daniel J. Golden, head — 


of the Golden Sporting Shoe Com- 
pany of Brockton, has been granted 
patents on a spike or cleat attach- 
ment for a sport shoe. Mr. Golden 
originated the plan of equipping foot- 
ball shoes with detachable cleats. He 
later introduced this idea in the 
manufacture of baseball and running 
shoes. The new departure is the 
equipping of golf shoes with this 
device, allowing the use of steel 
points or rubber disks as desired. A 
wrench is provided with each pair 
of these golf shoes, making it con- 
venient to change from steel to rub- 
ber, or vice versa. 


More Life “In the Wood” 


Lasts for women show two trends. 
In the fine trade, toes are being nar- 
rowed and lengthened, vamps now 
being longer than three inches, and 
heels are higher, even up to 18/8. 
But inthe popular grades, where 
there is volume of business, toes are 
round, vamps are still short, with the 
ball a bit broad, and heels are lower. 
Last makers say that shoe manufac- 
turers are using plainer patterns, and 
are relying on last makers to whittle 
more life into the lines of their 
shoes. 
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SOFT TOES 
IN 
STOCK 


Send for 
Price List 
325 W. Monroe St., Chicago, Ill 








BALLET ypeneny he Be STOCK 


of the unusual d 
Style B162 Blk. Glazed 
aire 
6-11 11 
$1.30 $1. “y 5 is 
SCART AeRDER 
Speciafists in Ballet Manuf 
241 No. 11th Street - Philadely! hia, Pa 








IN STOCK 
BLACK BALLET SLIPPERS 


BLOG SHOE FINDING CO., INC. 
147 Duane St., New York, N. 5 7 











BALLET SLIPPERS 
BLACK VICI KID—IN STOCK 


Athletic Shee Mig. Co., 124 N. Third St, Philadelphia 











134 W. B’way, near Duane St. 


QUALITY BALLETS— stock 


Alse Men’s and Wemen’s Slippers ef every deseription 


METROPOLITAN SLIPPER CO. 
New York 








shoe patterns 


ARLE SHOE PATTERN RN CO. 


50 MAIN ST, BR 











Do You Know? 


That you can buy or sel! it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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est Virginia 


The high reputation of its users 
is significant of its merit. 
Pulp Product Der artment 
West Virginia Pulp& PaperCompany 
Detroit New York Chicago 








T. W. Godsoe, Pres. Ge Sem tress. 
W. G. Donald, Vice-Pres. 


F. E. JONES CO. 
FANCY COLORS 


MAT KID 


96 SOUTH STREET BOSTON, MASS. 
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No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the | 
Boot and Shoe Recorder 

All the Time 








Louis S. Byck Is Dead 


LOUISVILLE, Ky.—Louis S. Byck, 
president of Byck Bros. Co., is dead. 
Mr. Byck passed away at his home 
on South Third Street, this city, on 
Wednesday morning, Nov. 25, fol- 
lowing a two months’ illness. He 
was 54 years of age. 

Mr. Byck was one of the leading 
retail shoe merchants of the South. 
He came to this city from Atlanta 
in 1902 and opened the Byck Shoe 
Store here. With this brother, 
Werner S. Byck, he conducted, as 
vice-president, the Byck stores of 
Atlanta and Savannah. For 23 
years the Byck Shoe Store has been 
one of the foremost footwear mer- 
chandising establishments of “Dix- 
jeland.” y 

Mr. Byck was a public spirited 
citizen. He was prominently con- 
nected with a number of trade and 
civic organizations, such as the Re- 
tail Merchants’ Association and the 
Credit Rating Co. He helped to or- 
ganize the Better Business Bureau; 
he was a member of the Merchants’ 
Detective Protection Service. He 
was a Shriner, an Elk, a member of 
the Standard Club and of the Tem- 
ple Israel Congregation. 

Mr. Byck’s passing on will long 
be mourned by a wide circle of 
friends. He leaves a widow, a son, 
Dann C. Byck; a daughter, Miss 
Louise C. Byck; a brother, Werner 
S. Byck, and a sister, Mrs. Louis 
Collat of Savannah. 


Henry R. Howard Retires 


ROCHESTER—Henry R. Howard, 
well-known leather dealer of Cen- 
tral Avenue, has sold his business to 
his two sons, Edward Howard and 
Taylor Howard who will continue the 
business and has retired. 

Mr. Howard was one of the pioneer 
shoe men of the present Rochester 
shoe industry and previous to estab- 
lishing the wholesale leather busi- 
ness of Henry R. Howard & Sons, 
Inc., was engaged in the manufac- 
ture of women’s shoes for a number 
of years. For a number of years he 
was associated with Pancroft, Sage 
& Morris as a salesman and left this 
firm to establish his own shoe fac- 
tory which he successfully conducted 
for a number of years. 


Auburn Firm Sells Out 


AUBURN, Mze.—Geo. L. Howard has 
sold out to Edward E. Conant, who 
will continue the business under the 
old name and along the same lines, 
as his predecessor. 
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J. R. BEATON CO., Inc. 
331 FOURTH AVE., NEW YORK 
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Shoe Booklets 
201 South Street Boston, Mass. 
Telephone, LiBerty 8673 











Albert Plotke Is Dead 


Cohoes, N. Y.—Albert Plotke, 
senior member of A. Plotke & Son, 
is dead. Mr. Plotke was one of the 
best known merchants in the “Capi- 
tol District,” having been in the 
shoe and clothing business of this 
city for the past thirty years. He 
passed away at his residence on 
Thursday morning, Nov. 26, after a 
five days’ illness. He was 70 years 
old. 
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In these four leathers the live, progressive 
shoe retailer will find a selection and a 
variety that will give him the Tan Calf 
shades he requires for his Spring trade. 


Retailers and manufacturers throughout 
the country have indicated to us that 
they expect an increased volume of sales 
of Tan Calf for Spring, and in these 
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beautifully toned, finely finished, soft and 
mellow Calf Leathers, you will find a 
selection that will make up into shoes that 
will lessen your sales resistance. 
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AlisteeI TransferFiles 


OU’ LL find combined in GF 
Allsteel Transfer Cases all the 
- ualities you've been looking for. 
hey are compact, and give greatest 
possible filing space per unit. Their 
excess greaas vo height of et Riotint of 
drawers regardless of height of stacks. Their 
TOE DANCING BALLETS ws full steel enclosure gives protection—keeps 
Wom. Miss. Child's out dust, and cuts down the fire hazard. 
No, 618—Black Kid . - 02. +4 2.75 78 On GF Transfer Cases, as on every item of 
No. 608—Pink Satin GF office equipment, the Alisteel trademark 
is your guarantee of permanent satisfaction. 
GYM SHOES eed tae Write for the Alisteel Furniture Catalog 
Semen’ 8 | THE GENERAL FIREPROOFING CO, 
Bik Sole on 05 Youngstown, Ohio 
Dealers Everywhere « Canadian Plant : Toronto, Ontario 
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No . 70 
Rubber sole. 31. 65 

No. 703 
Chrome sole $1.40 


IN STOCK 
BROOKS SHOE MFG. CO. 
1725-35 No. 6th Street _ Philadelphia, Pa. 


Western Distributing Branch 
264 Chamber of Commerce Bidg., Los Angeles, Cal. 








) GREELEY Boupoirs’ 


M* boudoirs look good to the 
trade from the standpoint 
of turnover as well as style, 
materials and workmanship. 
Factory records show sales this 
year which are very flattering. 
Write for samples and prices. 
At once deliveries in 3 
cases. ‘ 
teather or rubber 
heels. Colored Kid, 
masher heels 
nly. 








APPROVED BY 
MEDICAL MEN e 
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support for the ankles of 
ouieg lidren and as «a ful 
ventilated shoe, the Burkley Ven 
lated Foot Developer is unexcelled. 
Well known surgeons recommend its 
use. 
chil your stock of 
VENTILATORS: ren’s shoes com- 
plete by — your 
PATENTED ne 
Phone Brockton 2183 The General Fireproofing Co., Youngstown, Ohio 
for immediate ection. sasaep send me without obligation a copy of your Allisteel ro 


BURKLEY 
SHOE CO. 


1156 Ne. Main Street 
Brockton, Mass. 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


Recorder rates for space less than one-eighth 
page per issue: 
Space ltime T7times 18times 26times 62 times 
1 in......$5.00 $4.00 $3.50 $3.00 $2.50 
2 in......10.00 8.00 7.00 6.00 5.00 
8 in......15.00 12.00 10.50 9.00 7.50 
4in......20.00 a‘ 12.00 10.00 























SALESMEN WANTED SALESMEN WANTED 








CALIFORNIA OREGON WASHINGTON 
men to cover the above territory. We make unlined UNION 

STAMP * WORK axe SHOES G Goodyear Welt and Nailed, in Blucher, Outing and Moulder. 

Write for particulars, giving references. 

NORTH LEBANON SHOE FACTORY, Lebanon, Pa. 


AN OPPORTUNITY IN 
WISCONSIN 


Well known manufacturer has 
excellent opening for real pro- 
ducer. Give complete details, 
lines carried, types of -shoes fa- 
miliar with, age, experience and 
references. Address B-832, c/o 
Boot & Shoe Recorder, 207 South 
St., Boston, Mass. 











Some First Class Salesmen 


serving good credit and volume retail accounts are adding consider- 
ably to their earnings by also selling from a 25 sample line of chil- 
dren’s medium grade stitchdowns made in a specialty factory here- 
tofore dealing with wholesalers. One of the best combinations of 
design, service, and price are being made. More salesmen of this 
with established trade to carry side line type are wanted for territories not yet filled. Straight commission 
all or mart, 2 growing girls’, aa. only. State age, references, and names of other lines now carried. 
rea’s, infants’ and boys’ sheen is Promptly address B 746, care of Boor AND SHOE REcoRDER, 207 South 

p> at qn potent cape Street, Boston, Mass. 
following territories open: Arkansas, 
California, Idaho, Iowa, Dlinois, Indiana, 
Florida, Georgia, Kansas, Louisiana, 
Detroit, Northern Michigan, Minnesota, 
of Minneapolis and St. Paul, 
Montana, Nebraska, exclusive of Omaha, 
* = a giaggei Minnesota, Iowa, Michigan, 
/ Kansas, Oklahoma, Colo- 


and surrounding 
rado, Tennessee - 














SALESMEN WANTED 














a. More Producers 


We want some “live wire” sales- 








Can you sell a line of Men’s Genu- 
ine Calf Skin shoes with 9 and 10 


liscount? The greatest — in 


men for South and West. Other 
territories have been snapped up. 
A lise of snappy footwear for 
men—real “doggy” styles that can 
be bought in sizes. Shoes to re- 
tail $3.50 to $5.00. Send refer- 


Will t salest January ist. High 
calibered esmen with established 
trade will find this an unusual op- 
portunity to connect with a live in- 
stitution specializing in up-to-the- 
minute women’s novelty footwear, 
to be retailed at 

Every 

large quantities. Liberal commis- 
sion arrangement. Applications 
treated confidential. Address B 
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iron Bend Soles for $3.50 less 56% 
c 





ences with first letter. c/o Boot & Shoe Recorder, 207 


Brilliant Bros. Shoe Co. South St., Boston, Mass. 
190 Lincoln St. Boston — 


ang me ee  oaeor shoes in the 
Worl carried on floor. 
Don’t mh. 8. ou have an 
established trade. Sold on straight 
commission basis 6%. 


COBLE SHOE CREAN: 
HUMBOLDT, TENN 





























A REAL LINE FOR REAL SALESMEN 


Progressive organization poling women’s novelty footwear to dealers for 
immediate delivery wants real live salesmen with established following on 
commission If you are thinking about the future and want a line 
really worth while, address Sales Manager, Finlin Novelty Shoes, No. 140 
Lincoin Street, Boston, Mass. 














SALESMAN to represent Detroit Jobber for 

City of Detroit. Fine ity for ex- 
perienced er who can auce results. State 
ex a salary, ee ve references. 
Addres B-804, go joot t oe Recorder, 
207 Sods St., Boston, Mass. 

















NEW YORK’S CHILDREN’S SHOE HEADQUARTERS has 
experienced salesmen with established trade in Western Pennsylvani 
New York, Southeast vay MA Virginia and Maryland, Virgi fentern 


Maine, Vermont and New mpshire to sell popa pular priced line of infants’ and 
children’s Turns, New Process Stitehdowns and Welts. er 200 styles carried in stock. felt, cushion and hard sole, slippers on straight 


Good commission basis. Spring ee now ready. Give full gartiesiace in first letter. commission any southwestern territory 
- MALKIN’S SONS for apag required. Give all details with frst 


120 West = New Yo N. Y. line ready January 1st. Feeman-Thom- 
~ a — on Shoe Co., pF Ry St. Paul, Minn. 


H'G¢# peagroid salesman with established 
carry a manufactured side line of 
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SALESMEN WANTED 





SALESMEN WANTED 





LINE WANTED 











WANTED SALESMAN 


with established trade to cover the South. One who can produce results with 
high grade line of ladies’ Brooklyn turn shoes. Address N 501, care of Boot 
& Shoe Recorder, 239 West 39th St., New York City. 














Se nt commissi 
Write vA us full information. 

A. A. CUTTER COMPANY 
Eau Claire, Wis. 











IVE wire salesmen wanted. Snappy McKay 
L "for Minne Priced to sell in volume. 
One for Minn cota - - heey, ose One for 
Texas. ve 
trad ASirees B-786, c/o Boot and Shoe Re- 
(ader, 207 South St., Boston, Mass. 








\W ANTED—Experienced men with a follow- 
ing in New York, Philadelphia, ig, Pica ie, 
Cleveland, Detroit, Chicago 
ind New Orleans, to sell our — to re 
Volume buyer. Making eg em RS 
McKays to or setall at $3.50. ill send new 
patterns often. Commission 6%. Give ex- 
perience, line = have and how much you 
have ee Address B-802, c/o 
Boot & A nl 207 South St., Boston, 


Mass. 





WANTED—Shoe salesman. pane Dey ag 

nt employment, salary in firs 
letter. ene Vancil, Taylor Co., Carbon- 
dale, Il 





Watready. by Canadian Shoe Manufacturer 

already doing business in the pisbes, an 
rienced salesman to carry as side line on 
“fiberal commission basis, our line of hockey, 

football and Rugby shoes. State age, references 

and names of other ay carri Aeoty = to 

J. E. Samson Reg’d, 20 Arago Street, 

Que. 


GALESMEN WANTED—A large New York 
jobbing house of women’s and children’s 
novelty footwear desires wide awake salesmen 
for New York State, Jersey State and Middle 
Wi rtunity for the 
established. trade 





right man. Only those wi 
a doing a lar; vie of business need ap- 
ply. Apply Eee iving references and past 
experience. rescent Shoe Co., 159 Duane St., 
New York City. 





WANTED—Experienced men to carry as a 
side line, our up to date Turns and Stitch- 
down, best numbers in stock. Strictly 7 per 
cent commission. In dena me Ohio, Indi- 
ana, Wisconsin, _—_ Illinois, eee. 


Utah, isiana, 
Nebraska, Kansas, ond New Mexico. Men with 
established trade and cmgettenes $e peletinned. & 
dress with reference, hoe Co., o 
wigsburg, _ Pa. 


As © 





WANTED~Salesmen with we wee 

trade in Western Texas, New Mexico, A 

zona, and Southern California +E. sell = 7 + per 
t commission, Misses’, Children’s n- 

fants ES ik Shoes. Spring oe. read ready January 

15t eferences necessary. 

nedy, No. 9 Furnace Street, ry N. Y. 


VS. to. as a side line 
008 alae Biche mie fae 3 4, care 
G jue. 4 ice. ress » Care 
Boot & Shoe R ; 207 South St.,- Boston, 





Mass. 





SALESMEN_Eaperenced who have good fol- 


to carry © peowter setep Uae See 6 
New "York jobbing house. BOD esd Wow 
, Brooklyn, ennsy 
Address B 822, care Boot and Shoe Recorder, 
207 South Street, Boston, Mass. 





D—Experienced women’s shoe sales- 
Wantep-£ for Towa to sell high grade -_ 


LIVE wire salesman wanted. Popular McKay 

novelty line. Priced to sell in volume. Com- 
mission or salary. Write Beraeed D. Meyer, 
155 Duane St., New York, N 





SALESMAN for Mississippi-Louisiana, travel 
by auto, stitchdowns, McKays, leggings. 

State territory sod are covering. h town 

Shoe & Legging Co., Hagerstown, Maryland. 


SALESMAN for Eastern North Carolina, 

travel by auto, Stitchdowns, McKays, leg- 
gings. State —_ you are covering. 
erstown Shoe and gging Co., Hagerstown, 
Maryland. 











SALESMAN for Western Pennsylvania, travel 
by auto, Stitchdowns, McKays, leggings. 

i territory you are covering. Taautows 
hoe & Legging Co., Hagerstown, Maryland. 


SALESMAN for Georgia, travel by auto, 

Stitchdowns, McKays, leguings. State terri- 
tory you are covering. agerstown Shoe & 
Legging Co., Hagerstown, Maryland. 





SALESMAN for Missouri and Kansas, travel 
by auto, Stitchdowns, McKays, leggings. 

State territory you are covering. Yogunteve 

Shoe & Legging Co., Hagerstown, Maryland. 








SALESMAN for Northern New Jersey, travel 
by auto, Stitchdowns, McKays, leggings. 

State territory you are covering. Hagerstown 

Shoe & Legging Co., Hagerstown, Maryland. 





SHOE SALESMAN WANTED 
Experienced shoe salesman with established 
Sane ‘> Wisconsin and Minnesota for strong 
ity line of women’s McKays and Welts. 
Hose established trade, want strong, energetic, 
competent man who can increase business. Line 
ready January 1. Give experience, lines han- 
died, references and full information in first let- 

ter. Cahill Shoe Co., Cincinnati, Ohio. 





SALESMAN WANTED—One who has an 

established trade and can produce results 
with a high grade line of ladies’ Brooklyn turn 
shoes to cover the Pacific Coast. Address N- 
502, care Boot and Shoe Recorder, 239 West 
39th St., New York, N. Y. 


LINE WANTED 


WANTED popular priced line of Ladies’ 
novelties for the Volume trade. —. 
lished trade preferred, but not meceueary 











line is right. Territory middle Si Geatral 
West covered for past ten =. a show 
record of proven ability and of references 


Drawing account basis; Address B-814, c/o 
cl & Shoe Recorder, 207 South St., Boston, 


LINE WANTED FOR NORTH CAROLINA. 
IT am an experienced shoe man having been 
in the retail Far mo in North Carolina for 15 
years. I am desirous spending of my 
ae on pt rr 7 ins retail trade in North 
rolina and wow 1 to get representation 
of a manufacturers’ line of men’s shoes. Best 
of references furni: . For further particu- 
lars address B-831, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 


SALESMAN for twelve years identified with 
men’s exclusive and custom grade lines in 
East,- South and Southwest, and thoroughly 

versed in specification and construction detail, 

wits line of men’s or boys (or oem) exclusive 
nog thn ment tee 8 C., Va., or S. C., 
pod southern or Southwestern territory for 

1926. Live in central | C. Graduate of Uni- 

bg Ap taney 6: own car. References 

of tenet 6 Address B-828, care Boot 

aaa Shoe teeordee, 207 South Street, Boston, 
ass. 











WANT ED—Line of men’s shoes to retail at 
$5.00 ard $6.00. Must be snappy and a 

line of real values; for northern Ohio. Address 

bees sen Te od Shoe’ Recorder, °307 South 
oston 


WANTED—For Detroit, Cleveland and Buf- 
falo, line of medium up to the min- 
ute novelty shoes. Can class ref- 
erences.. Address B-826, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 





BeYs. Youths and Little Gents line wanted 
for Ohio, by « with nine 

years ex —y" in this territory. I can 

shoes and have first class references. Address 

ms care Boot and Shoe Recorder, 207 South 
, Boston, Mass. 











POSITION WANTED 


GHOE Salesman, ten years’ experience selling 

Brooklyn and New York trade, wants posi- 
tion with Eastern manufacturer” of popular 
priced ladies’ and misses’ novelty footwear. Can 
give best references. Address N. 500, care Boot 
and Shoe Recorder, 239 West 39th St., New 
York City. 








SHOE Buyer and Manager, age 28. Eight 
years experience, 4 as manager and buyer. 
Open for immediate connection; highest cre- 
dentials, clean record. Location desired but not 
necessary. Pennsylvania, New York or New 
ersey. Address B-821, care Boot and Shoe 
ecorder, 207 South St., Boston, Mass. 





A SHOE buyer with years of experience, 

thoroughly acquainted with the markets of 
New York and Boston, good merchandiser and 
money maker. Now employed but desirous of 
becoming associated with larger organization 
with better prospects. A-1 references. Address 
N-503, care Boot and Shoe Recorder, 239 West 
39th h St. New York. 





GHOE BUYER, several years experience as 

buyer and merchandise man for wholesale 
shoe and rubber house handling general line; 
acquainted with Eastern shoe manufacturers 
who make for wholesale, chain store and mail 
order house trade; also experienced as travelin; 
salesman and sales manager; now emplepeds 
Address B-833, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 








FOR SALE 








FOR SALE 


A profitable Shoe Store in best business 

location. a lished 17 years. Busi- 

ness from $700 to $800 per week. 

reasons for selling. On tae with er 

without stock at a reasonable price. 

Brockton Factory Shoe Store, 
1 Acushnet Ave., 
New Bedford, Mass. 











A PROFITABLE shoe business, established 
thirty years in Toledo, Ohio. Stock about 

twenty-two to four thousand dollars. Address 

eg care Boot and Shoe Recorder, "207 South 
, Boston, Mass. 





HOE Department for Sale—Piqua, Ohio 
(Population 20,000). Several large fac- 
tories running full time; first floor, front space, 
in big department store; permanent front win- 
dow; doing at the rate of $50,000,000. Men’s, 
women’s, and children’s shoe business. Five 
thousand dollar o> Al opportunitv. Write 
B-820, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 











HELP WANTED 


WANTED a representative not an order taker 

to place agencies for a well known and 
strongly advertised branded line of Brooklyn 
made orthopedic and semi dress women’s welts 
State experience and references. Address B-830, 
care Boot and Shoe Recorder, 207 South St.. 
Boston, Mass. 











FOR LEASE 


Wart ots live wire concern to sub-lease 
ladies’ shoe 9 at 





a popular price i 
millinery store with a 100% location. Vanitie 
Hat Shop, 371 Main ge orcester, Mass. 
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LINE WANTED LINE WANTED 











WE CAN SELL SHOES FOR YOU! 


—if you have the kind of shoes that can be sold to Department Store Basements, Chain, 
and Low Priced Shoe Stores. We cover the Metropolitan district and have good accounts 


thruout the country. 
WHAT CAN WE SELL FOR YOU? 


The GEO. N. COHEN CO. 80-82 Reade Street, New York City 

















BUSINESS QPPORTUNITY BUSINESS OPPORTUNITY 








Retail Shoe Men Say There Is a Wonderful Opportunity 
for Establishing in Minneapolis of Shoe Factory Making 
Good Grades of Men’s and Women’s Shoes 


Minneapolis, with a population of 475,000 and 6,500,000 within the 
trade territory, needs a shoe factory producing good grades of men’s 
and women’s shoes. | Production in trade territory is only 11% of 
demand and retail trade conditions assure local patronage. Labor 
conditions are most favorable; an abundance of labor available such 
as can be used in factory making a good grade of shoes. It is close 
to the source of leather supply. Railroad transportation facilities 
are unexcelled and it is the center of extended motor bus and truck 
service. 

For full particulars address the 


Minneapolis Civic and Commerce Association 
Minneapolis, Minnesota 











REPRESENTATIVE WANTED 








Wanted by large Belfast Welt and 
Blake Thread maker, a thoroughly re- 
liable firm in Boston, in touch with 

and Shoe Manufacturers, to act 
as buying agents for our Threads. Ap- 
ply giving references in first instance 
to B 823, care Boot & Shoe Recorder, 
207 South St., Boston, Mass. 











RESIDENT Representatives wanted in im- 

portant shoe cities, whole or part time. Must 
have selling experience and some acquaintance 
with the shoe trade. Address P. O. Box 51, 
Lynn, Mass. 








BUSINESS OPPORTUNITY 





CYRUS S. SPECTOR, for the past seven 

years general manager and credit man with 
Eureka Shoe Mfg. Co., N. Y., is open to con- 
sider new proposition. Willing to invest mod- 
erately in worth-while enterprise. Address 184 
Avenue S, Brooklyn, N. Y 








FOR RENT 





SCHENECTADY, New York very desirable 

location for popular priced shoes in_heart 
of retail shoe district. ight next to depart- 
ment store. Up to date double show windows. 
Building just completed. Reasonable rent. Ap- 
ply Louis Gold, 266 Fifth Ave., New York City. 





ALTOONA, PA.—If you are interested write 
me. First floor Daylight Store room and 
basement. Best display windows in city. Size 
room 25x110 ft. One hundred per cent_loca- 
tion. Can be altered into two rooms. W. W. 
Rudisill, Central Trust Bldg., Altoona, Pa. 








WANTED TO PURCHASE 














BANKRUPT SALE BANKRUPT SALE 


BANKRUPT SALE 


of Two Complete Shoe Factories and a Cut Sole Plant 








The real estate, well equipped factory, up-to-date machinery 
and fixtures, and stock of supplies and shoe findings of the 
Niagara Shoe Co., Inc., will be offered for sale at 740 Michi- 


gan Ave., Buffalo, on 
- DECEMBER 21, 1925, at 11 A. M. 


Also on the same day and place the machinery and equipment 
of the Buffalo Cut Sole Co. 





Plant of Warren Shoe Co., 23 Lake Ave., Hamburg, N. Y., 
consisting of real estate, machinery, equipment, fixtures and 
furniture will be offered for sale at the Warren Shoe Co. 


plant on 


DECEMBER 21, 1925, at 3 P. M. 


An appraisal of plants and equipment will be sent to anyone 


upon request. 
Alfred M. Saperston, 


Trustee in Bankruptcy 


CASH PAID 


for entire shoe stocks or surplus stocks 

of shoes or other merchandise. Any 

quantity. Prompt attention given. 

KIRSCH-BLACHER CO.., Inc. 

622-624 Broadway, New York, N. Y: 
Phone Spring 1443 








CASH PAID 


for shoe stores or surplus stocks of 
shoes or for other merchandise. Leases 
taken over. will send a repre- 
sentative to investigate and make 
offer upon request. ; 
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MISCELLANEOUS 





MISCELLANEOUS 
















Powder Puff 
Beaded Rosette 


$7.50 Doz. Pairs 
Plain—$4.50 Doz. Pairs 
Sold by Leading Shoe Stores, Supply 
Houses, also by 


Superior Shoe Ornament Works 
588 Howard Ave., Brooklyn, N. Y. 

















Metal Shoe 
Fitting Stools 
and 
Floor Mirrors 


cet 


Write for 
Catalog and Prices 


THE CHICAGO WIRE CHAIR CO. 
cago, Ill. 


621 N. La Salle Street - Chi 














WANTED TO PURCHASE 














HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also buy 
your surplus or slow sellers. tities 
no object. Retail or whol Short 
term leases taken off your hands 
Wire or one us. 

confiden Established 1890. 


MAX GLAUBERG 
ee SS Se ee vas Oa 
e also purchase clothing, hats, fur- 
nishing. goods,. etc. Dry Dock. 0353 














. THE NEW YORK EXPORT 
PURCHASING CORPORATION 
596 BROADWAY, NEW YORK, N. Y. 


















] Milbradt Rolling 
Step Ladders 

S| Siete ‘saat ince 

. of stores and shelving. 

=| They will enable you to 

* get along with less help, 

-——=| save the wear and tear 

Suser 9 help’ the a see at 

Sas] your store. Ghipped sub- 

Pa} ject to approval and 


il 
oT 


Zhe- 
ant 
5 a 


th 

| 
g 
g 
j 
2 
: 


Welt 
man 











~ 


WINDOW 
DISPLAY 
FIXTURES 


Made by 


Segall & Sons 


933 Arch St. 
PHILADELPHIA 


Are Business Getters 
Send for Catalog and Prices 













































Get the Good Will of Your Neighborhood 


Through the Children . 


} Our catalogue of novelties for children is now 
i) ready. We also ha 
i the home, office, etc. Send for free catalogue. 
“Gain a Lap on Your Competitor.” 


PRETTY SOUVENIR ADVERTISING COMPANY 
37 East 28th Street 


ve some very fine novelties for 


New York City, N. Y. 




















































Made Only of Wood 
for all lines 
IMMEDIATE 
SHIPMENTS 
Send for Catalog 
Wg ret See 


CINCINNATS, ©. 


ae aot ake 
Metal Fixtures or 













Cy SHOE CARTON § 


L 


bfeme: hate! 


abels 






| 






















IDEAL ROLLING 
LADDERS 
25% Chea 
and Guatalin’ 
Write for Oatateg 


















































WHERE TO BUY 
WANTED STYLES 


An Extra Editorial Service 
to free 
iene elie Cad ke 
tic information on current 
problems. 








Se ae 








\TTR 
SHOE CARTONS 














LABELS 








f-UUALITY 
SATISF \ 
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